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Though Storms Lie Ahead 
These Truths Will Keep Us Flying 


Wars Always End 


Man Survives Them 


Homes Give Him Purpose 



















Winton Mills Are Modern 





“FIRST LINE OF DEFENSE”’ 


Here's your protection when you buy from Winton: THE QUALITY 
THAT GOES WITH CHOICE SELECTED TIMBER, MODERN 
MILLS AND ADVANCED METHODS OF MANUFACTURE. 
Winton mills have scientific kiln-drying and up-to-the-minute 
precision machines. All Winton workers are proficient masters of 
their trade. Through thoroughness of method, quality of pro- 
duction and integrity of dealing, this business has grown to its 
present large proportions. For over 55 years the Winton organ- 
ization has been supplying dealers with GOOD LUMBER. 


FOSHAY TOWER... MINNEAPOLIS 
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WINTON LUMBER SALES CO. NK) 


IDAHO WHITE PINE: 
Winton Lumber Co., 
Gibbs, Idaho 
CALIFORNIA SUGAR PINE and 
PONDEROSA PINE: 
Amador Lumber Co., 
Martell, California 
WESTERN WHITE SPRUCE: 


The Pas Lumber Co., Ltd., 
The Pas, Manitoba and 
Reserve, Sask. 


PONDEROSA PINE: 


Somers Lumber Co., Somers, Mont. 
Craig Mountain Lumber Co., 
Winchester, Idaho 

















in the Lumber Industry 


PAR-TON 


Preserves lumber-- 
makes it last many 
times longer--makes 
satisfied customers. 










Specify “Par-tox 


f treated” on your 
; next order. 
REG.US.PAT. OFF. 
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For 41. years, 
Senior Partners 
have repeated 
that sound ad- 
vice to their 
Juniors and 
Malta has al- 
ways made 
good 


Amply supporting that advice 
are Malta’s famous patented 
features. They assure greater 
strength and efficiency. And 
cost less per year, through 
lifetime service, 

The “Supreme” Frame now 
has overhead pulleys. And, as 
standard, ALL Malta Frames 
come equipped with: 3-Point 
Jamb Clamp, for leak-tight 
sill; Mull Center Clamp, for 
stronger multiple frames; and, 
3-Width Jamb, for different 
thickness walls. . . . Malta 
“Supreme” takes any type 
Weatherstrip and choice of 
stock sash—otherwise it’s ready 
to install. Let our Catalog No. 


how you, too, can avoid window-worries 
Write TODAY, 


for life, with Malta. 





THE MALTA MF6. 


“YOU'LL NEVER MAKE 
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MISTAKE 
YOU INSTALL 














Jamb Clamp 
Prevents Leaks 


A-2 show 


CO., MALTA, OHIO *2p avciity 


Malta Frames Cost Less Per Year Of Service since 901 
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Consolidation in 1899 of the Northwestern Lumberman and Timberman 
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CRD Redwood is unrivaled for farm‘use. 
Sell it for barns, posts, silos, storage bins, 
farm homes. 





Defense housing ? CRD Redwood lays up easily, 
stays put well, is durable even without paint 
protection, 







For remodeling or new construction, CRD Red- 
wood interiors are beautiful, long-lasting. Ask 
for free sales helps. 


CRD Redwood in municipal and industrial 
structures saves money by long life, low main- 
tenance costs. 


° , oe - Bigs j 
You know CRD Redwood’s unsurpassed record 
in home building. Now it is also needed for 
farm, defense, and industrial uses in your area. 


What more can we ask than the opportunity to speed this 
country’s war effort? ... to help build the industrial plants, 
the workmen’s houses, the farm structures that will raise 


our productivity to new heights. 


Aggressive lumber merchants are finding 1942’s greatest 
opportunities in stocking and selling high quality CRD 
Redwood lumber for uses like those illustrated, and many 
others. 


Whether for farms, for industry or for homes and gardens, 
CRD Redwood lumber is the most economical lumber in 
the long run. Its grown-in-every-cell durability, its superior 
paint-holding power, its weather resistance, make it the 
best all-round lumber buy. Ask your CRD representative 
about today’s favorable prices. 


EDWOOD 





CALIFORNIA REDWOOD 
DISTRIBUTORS, Ltd. 


Sales Agents for 
HAMMOND LUMBER THE PACIFIC LUMBER 
COMPANY COMPANY 


35 EAST WACKER DRIVE, CHICAGO 
122 EAST 42nd STREET, NEW YORK CITY 
810 CARONDELET BUILDING, NEW ORLEANS 
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This Country of Ours 


Army Morale and American Homes 


HE major contributing factor to 

high morale in an American soldier 

is the knowledge that the folks 
back home are comfortable. 

This is not a theory being pro- 
pounded by an editor in search of an 
emotional cliche. It is the considered 
recollection of a veteran of the old war 
who remembers some of his own 
thoughts and those of his comrades in 
arms. 

The first few days of war for the 
soldiers in any army are packed with 
thrills of the ultimate in adventure. 
The game which has been practiced for 
weeks or months or years in training 
camps and on training ships is being 
played at long last. Action during the 
initial weeks of actual combat is apt 
to be fast and furious. 

Then, as it becomes apparent to the 
soldier that the first battle or the first 
few battles are not going to decide the 
war; that many other battles remain 
to be fought ; that there will be priva- 
tion, fatigue and suffering; the thrill 
of war wears off. It is then that this 
much discussed morale or lack of it 
determines whether the soldier stands 
up before the ordeal or falls. 

And what is morale? It is nothing 
more complex than the soldier’s firm 
belief that what he is doing is both 
necessary and right—that any sacrifice 
he is called on to make is small when 
weighed against what he is protecting. 

And what is he protecting? The 
National Honor? The country’s com- 
merce? Foreign possessions? Free- 
dom and Liberty? His own self-re- 
spect? His Flag? The Honor of his 
Corps? A form of Government? 

No. None of these except as they 
are contributory factors to the welfare 
of his home and family... That is what 
the American soldier. fights for—has 
always fought for. That is what makes 
him the superb man-at-arms he has 
always been. The issue may be lab- 
eled “Remember the Maine,” “Save 
the World for Democracy,” or ‘“De- 
stroy Hitlerism,” or anything else that 
is catchy and the American soldier will 
accept it ; but when the chips are down, 
and war settles into what seems a grim 


eternity of conflict, the power of the 
American soldier is revitalized again 
and again by the comforting knowledge 
that all is well on the home front. 

And in this respect, at least, the old 
war differs not one whit from the 
present combat. The soldier of today 
displays the same insatiable appetite 
for news from home that his father 
displayed in 1917. The arrival of mail 
from. home whether it be in a training 
camp, aboard ship or in the field, is 
the most pleasant event in the life of 
a man in uniform; and a smart com- 
mander watches the effect of the mail 
from home on his individual charges. 
What is said in those letters, and what 
is unsaid—what is between the lines— 
may in large measure determine the 
success of a battle or a campaign. 

There is no reason to doubt the 
ability of our young men to win this 
war or any other war—with the right 
backing from home. They neither ask, 
need nor want pampering. They are 
taller, heavier, stronger and better in- 
formed than their fathers were in 1917 
and 1918, and the deeds of their fathers 
need no apology. 

We have never held with the doubt- 
ing Thomases who, prior to December 
7 looked askance at the training camps, 
and were wont to observe that the 
new soldiers did not have toughness, 
the competitive spirit, the guts of the 
men of 1917. We have been close to 
hundreds of these boys in youth activ- 
ity programs, and we have been amazed 


at the things they can do that we could 
not do at their age. 

Prior to December 7 they were train- 
ing for a game that few people se- 
riously thought would ever be played. 
Any football coach knows that the 
Gophers of Minnesota or the Chicago 
Bears could never have been brought 
to the efficient peaks both reached last 
fall if they had merely practiced for 
three months with no prospect of play- 
ing a game. They knew who and 
when they were going to play, and 
under what rules the playing would be 
done; and being typical present day 
American boys they went all-out to 
win. 

On December 7 a lackadaisical army 
with no games in prospect suddenly 
found itself scheduled to play for the 
world’s championship. In a trice our 
country found that it had in uniform 
nearly two million of the kind of men 
Bernie Bierman or George Halas, who 
handle fighting men, could have told 
them they had all the time—men who 
needed nothing but a tough game with 
high stakes. 

We have a tough-fibered army. All 
we have to do about it is keep it sup- 
plied with everything it can use in the 
field—physically and morally. That 
means keeping ourselves fit to perform 
that supply service. That in turn 
means keeping our homes intact and 
livable. Here our manpower is just 
as good as our fighting manpower. The 
building industry will provide the vital 
need for the home front—livable homes 
—if given just the minimum essentials 
to work with. 
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\oriculture Department Program 
Opens Farm Markets to Dealers 


The Department of Agriculture pro- 
gram for food production in 1942 calls 
for 115 per cent of the 1924-1929 pro- 
duction level. 

In drafting the 1942 program, the 
Department of Agriculture and the 
Division of Civilian Supply took the 
view that adequate repair of existing 
farm machinery is the first step to the 
attainment of the food production goal. 

Production of machinery for han- 
dling the less essential crops will be 
reduced. 

The program, however, calls for 
greatly increased production of pork, 
lard, milk and eggs. Hence, machinery 
used in production of these commodi- 
ties will be manufactured in larger 


quantities according to the report. 

3arn and barnyard and poultry farm 
equipment will be produced in the same 
quantity as in 1940. 

The new quotas open to retail lum- 
ber dealers an opportunity to build, 
remodel and repair farm structures 
that normally utilize lumber and other 
building materials which are still in 
good supply. Granting of high priority 
rating for the scarce materials needed 
in carrying out the farm program in- 
dicates that there will be no restriction 
on any of the other and more plentiful 
materials entering into the construction 
of shelters needed for increased pro- 
duction of pork, milk and eggs. 


55° 
Following are the allowable produc- 
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tion quotas for the period Nov. 1, 1941, 
to Oct. 31, 1942, expressed as per- 
centages of each manufacturer’s prod- 
uct for the 1940 calendar year. These 
quotas are assigned by limitation order 
.-26 to farm equipment much of which 
is of prime interest to retail lumber- 
men: 


Feed and litter carriers.......... 100 
es ere 100 
St GD ii cid coceannwna 100 
Hay Forks (Harpoon grapple, 
SE Ohi 2 candies ate clewne tae 100 
NE 05 chin chen ween es : 2a 
Manger partitions and fittings... 26 
Stalls and fittings....... incense Oe 


Individual livestock drinking cups 75 
Outside livestock watering bowls. 70 


ere 0 
Stock Tanks, Steel............. 52 
Stock Tanks, Wooden.......... 351 
Te 50 
Seock Pews, Steet... .... 00000. 50 
sarn Door Hangers and Track.. 55 
Portable Corn Cribs............ 0) 
RT er ere 1] 
ee 20 
NG ete eee ead ee 90 
Wheelbarrows, Wooden ........ 100 
Wheelbarrows, Steel (Tubular).. 0 


Inasmuch as the items and percent- 
ages shown above are heavily influ- 
enced by content of metal used in the 
manufacture of those items, it should 
be pointed out that the percentages, 
whether high or low, are good news 
for lumber dealers. Where percentages 
are high, that means that lumber deal- 
ers can stock and profitably merchan- 
dise those high percentage items to 
farm trade; and where the percentages 
are zero, or low, that means that a 
market is open for similar items made 
of lumber. 

All of the items listed above (and 
many others used in the production of 
farm products) have been given a high 
priority rating of A-3 to cover the 
amount allowable. 
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The life of your tires can be length- 
ened by proper care and treatment. 

Here are a few brief rules that have 
been offered by tire experts for the 
care of tires during the war while 
rubber shortages continue to make tires 
scarce : 

1. Check tires regularly for air— 
for they normally lose about three 
pounds a week and you lose 32 percent 
of your tire mileage if your tires are 
under-inflated only as much as five 
pounds. 


2. By reducing your speed 25 per- 
cent, you will increase your tire mile- 
age 83 percent. Heat from speeding, 
and wear from swaying weakens and 
tears tires. 


3. Avoid sudden stops and_ start 
slowly. 

4. Keep your tires in line. A tire 
out of line one-half inch is dragged 
sideways 87 feet for every mile of 
travel. 


5. Have your brakes perfectly bal- 
anced. 


6. Rotate your tires. Change them 
from wheel to wheel every 5,000 miles. 


7. Avoid sharp objects in the road 
and have nails removed from the treads 
at once. 


8. House your car in a garage to 
prevent theft of tires. It is akin to 
criminal negligence to leave your car 
out in the street all night or during 
the time you are watching a double 
feature at the neighborhood movie. It 
will cost less in the long run to leave 
your car in a garage or in a parking 
lot where you will save your tires. 


9. Take down the registered num- 
bers on each of your tires and keep 
them handy so that you can give them 
to the police in the event your tires 
are stolen. The registered numbers on 
your tires are the only identification 
marks that will enable the police to re- 
turn your tires to you in case they are 
recovered after being stolen. 


10. When the tread design begins 
to disappear, take the tire to a reliable 
dealer and have it re-capped. This 
operation may be repeated from two to 
four times, after which the tire can be 
retreaded if the sidewall is still strong. 
Retreading or recapping a tire is rec- 
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ommended only when the sidewalls are 
sound. Retreading or recapping re- 
quires only six to  six-and-one-half 
pounds of rubber, while a new tire re- 
quires 12 to 14 pounds of rubber. Re- 
building a tire can add from sixty td 
eighty per cent to its life, providing 
the sidewalls are sound. 

In connection with the subject of 
saving your tires, it is interesting to 
note that scientific tests have revealed 
that a tire on a car driven at 35 miles 
per hour for 12,000 miles shows ex- 
actly the same wear as a tire driven 
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only 6,000 miles at fifty miles per hour. 
Slower driving likewise saves on gaso- 
line consumption. 

To be sure you do not forget to 
check your tire inflation, it is a good 
plan to set aside a certain day each 
week on which to have your tires in- 
flated. 

Remember that high speeds cause 
more tire slippage than low speeds and 
because the tire sways more, rubber 
is scuffed off the treads faster; further- 
more, the amount of heat inside the 
tire increases and weakens the tire 
body and inner tube. High speed driv- 
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llow to Stretch the Lite of Your Tires 


ing also causes brakes to be used more 
often which adds to wear on tires. 
High speed on curves can double the 
weight of a car and the centrifugal 
force throws the car to one side caus- 
ing scraping and skidding of tires 
which wears off many miles of normal 
service. 

Don’t try to beat the other fellow 
at the stop light. It wastes gasoline, 
and wheel slippage wears off tread 
rubber. 

A quick stop from 45 miles per hour 
wears off one and one-quarter miles 
normal tread wear. On steep hills, 
go into second gear and let your motor 
hold your car. A wabbly wheel will 
wear flat spots on the tire. When a 
black mark appears on the pavement 
after you have come to a stop, that is 
a sign that one of your wheels is brake- 
locking faster than the others. All 
four brakes should be evenly balanced 
to avoid wasting rubber. 


Because power is transmitted to the 
rear wheels, rear tires wear faster than 
front ones. Every 5,000 miles you 
should have your service station inter- 
change the tires on your car. Start 
by moving the right rear wheel to the 
right front wheel, then to the left front 
wheel, then to the left rear wheel, etc. 
This will not only insure you more 
even tire wear but will increase your 
tire mileage. The operation is simple 
because on most cars, it is not neces- 
sary to mount or dismount tires, mere- 
ly change the wheel units. 

Even properly inflated tires can be 
injured by striking curbs or sharp 
objects in the road, or by dropping 
into chuck holes. When a tire strikes 
a sharp object in high speed, the side- 
walls may be jammed against the rim 
and break the cord fabric. From this 
injury a blowout may occur one hun- 
dred or more miles later. It is sug- 
gested that you have the tire treads 
inspected for small cuts, nails or glass 
whenever you take your car to a ser- 
vice station for a lubrication job or 
brake adjustment job. While your car 
is on the lift it is a simple matter to 
run over the treads of each tire in- 
specting them for these things. If a 
cut is deep enough to allow dirt and 
moisture to attack and weaken the 
fabric, the tire should be removed and 
the cut repaired. 




















More Miles Per Gallon Means 
Also More Miles Per Truck 


Now that trucks can no longer be 
purchased except on a rationing basis, 
the game one lumber dealer used to 
save on gasoline and oil should be of 
greater interest than ever. By means 
of a simple chart posted on a bulletin 
board to show each man’s weekly 
score, this lumber dealer not only cut 
down on gas and oil consumption, but 
induced drivers to cultivate better driv- 
ing habits that actually saved wear and 
tear on the trucks. 

The chart (see illustration) indicat- 
ing gasoline consumption of from 5 to 
15 miles per gallon shows the drivers’ 
names, truck numbers, and week date 
of last tabulation. Following one week’s 
trial run the average miles per gallon 
gasoline consumption for the week for 
each truck was marked on the chart in 
red; thereafter, any increased mileage 
per gallon was indicated at the end of 
each week in blue, and the driver who, 
after a period of several weeks, at- 
tained the highest miles per gallon 
average for one week, and managed to 
hold this average won. 

Thus if a man averaged 6 miles per 
gallon during his trial week’s run, a 
line indicating the 6 miles per gallon 
was placed on the chart in red, but if 
the following week the driver made 714 
miles per gallon average, the 114 addi- 
tional miles per gallon were added in 
blue to the end of the red line and as 
the mileage increased the line grew 
longer. On the other hand, if the 
driver fell below his former week’s 
average the line was erased back to a 
point indicating his latest week’s aver- 
age. 

“Your average miles per gallon of 
gas and per quart of oil is either the 


driver’s fault or the truck’s fault,” the 
drivers were told, and after the first 
week’s trial run, trucks were tuned up 
and put in A-1 condition so that all 
were practically on the same _ basis 
when the contest started. 

The net result of the contest was 
that all drivers could see each week 
how each one was comparing with the 
others, and because of the interest 
taken in cutting down on unnecessary 
gas consumption, excellent results 
were produced for several months 
while the spirit of the thing lasted. But 
although a marked saving in gas and 
oil consumption was accomplished the 
main benefit accruing from the contest 
was the saving of wear and tear on the 
trucks resulting from the good driving 
habits the drivers formed in attempting 
to win the contest, and the discontinua- 
tion of bad habits. They stopped idling 
motors wherever possible, used low and 
second gear sparingly, stopped riding 
the clutch, stopped making jack rabbit 
starts and stops, and watched adjust- 
ments, making minor repairs as rapidly 
as need for them was discovered. 

It was stated that one reason the 


Driver 
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contest idea was used was to test the 
drivers without having to go to the 
expense of buying mechanical aids. 
Most competent drivers will automati- 
cally do the right thing, but being only 
human they may develop bad driving 
habits. If they have bad driving habits 
or are incompetent, the sooner it is 
discovered the better for the truck, and 
the contest helps a driver to re-train 
himself. 


More Deliveries Per Mile Means 
More Dollars Per Gallon 


It may be worthwhile along this line 
to review the findings of a Michigan 
lumber dealer who decided to discon- 
tinue Saturday deliveries. It was rea- 
soned that with few building mechanics 
working on Saturdays and with most 
factory workers home on Saturdays 
and Sundays that the bulk of deliveries 
on Saturday were small lot orders 
widely scattered over the city. There- 
fore this dealer decided to try discon- 
tinuation of Saturday deliveries and 
see what happened. 

He soon discovered that none of his 
regular contractor customers kicked 
about the change at all, but that on 
Saturday morning the Yard was 
crowded with small lot buyers who not 
only purchased and carried out what 
they came to buy, but often purchased 
other things they had not thought of 
until they came to the yard in person. 

On the other hand a dealer in In- 
diana worked out a delivery schedule 
on the basis that trucks delivered to 
each locality on two days a week only 
which practice also resulted in fuller 
loads and less travel. Another dealer 
in Ohio, discontinued delivery beyond 
a radius of six miles from town to 
prevent unprofitable use of his trucks. 

Regardless of the method adopted, 
more than ever, today, consideration 
must be given to eliminating unneces- 
sary and unprofitable wear and tear on 
trucks. 


Average Number of Miles Per Gallon of Gas 
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Effective January 1, 1942, nails un- 
der supplementary order M-21-b, will 
be available in quantities based on 100 
per cent of shipments received during 
the year 1940. This quota may be di- 
vided for shipment in two ways: (1) 
The dealer may specifically request 
that his quarterly quota be one-fourth 
of the total tonnage received during 
the year 1940. Such election once 
made cannot thereafter be changed for 
any subsequent calendar quarter in 
1942, or (2) shipments will be based 
on the schedule of 1940 deliveries. In 
the absence of notification, the pro- 
ducer should assume that the quota is 
to be based on the corresponding cal- 
endar quarter of 1940. For example, 
if the dealer in 1940 purchased his 
nails as follows: 





First quarter ........ 0 tons 
Second quarter ....... 500 tons 
Third quarter ........ 500 tons 
Fourth quarter ....... 200 tons 
WE 065 ceaagnun 1200 tons 
—1942 deliveries would be on the 
same basis for each quarter. If the 


dealer elects by written notice to his 
supplier, on or before February 1, 
1942, to have deliveries made to him 
in each quarter of the year equal to 
25 percent of the total purchases made 
in 1940, then on the basis of 1200 tons 
total deliveries in 1940, the 1942 de- 
liveries would be made on the follow- 
ing basis: 
Pivet QUBTUET o..c cess 300 tons 
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Available at 100% 
of 1940 Deliveries 


Second quarter ....... 300 tons 
Third quarter ........ 300 tons 
Fourth quarter ....... 300 tons 

WD aicadeecanens 1200 tons 


The amendment to supplementary 
order M-21-b covers the following 
products under the head “Schedule ‘B’ 
Products” with percentage of tonnage 
allowable based on shipments made to 
stock in 1940 as follows: 

Bale ties, nails, welding rods 

(uncoated) and wire rope.100% 

Hot rolled bars, concrete rein- 

er rarer 

Pipe and Tubes (all kinds ex- 

cept mechanical and pressure 
Ee nes re 

Wire, woven fence wire, poul- 

try netting, stucco netting, 


barb wire, staples, fence 
posts and gates........... 70% 
Tin and terne plate......... 70% 


Galvanized sheet and strips.. 70% 

The above tabulated classifications 
of products are given a rating of A-9 
up to percentages of 1940 shipments 
allowed in 1942. 

In addition, Amendment to Supple- 
mentary Order M-21-b provides that 
dealers who have been unable to estab- 
lish quotas of these various products 
for themselves by reason of the fact 
that their normal sources of supply 
were no longer producing them, can 
now through the issuance of form PD- 
83-e, transfer the quota from one pro- 
ducer to another upon securing the 


Shipment of nails in 1942 will be based on shipments 
received in 1940. Lumber dealer business will not be 
stopped for the want of a nail 
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proper signatures and acceptances of 
the quota as indicated below: 

The producer accepting the dealer 
as a customer must sign that he is in 
a position to accept the transfer of the 
customer and to supply him with the 
products listed to the extent permitted 
by supplementary order M-21-b; and 
the former producer relinquishing the 
dealer as a customer must sign indi- 
cating that he did ship the amount 
listed in 1940 and that he cancels the 
quota for the indicated products and 
acknowledges that the dealer qualifies 
as a warehouse in accordance with 
supplementary order M-21-b. 

A form of course is available for 
listing the products needed and for the 
signatures of the producers. When the 
required certifications have been ob- 
tained, the original and two copies of 
the form should be returned to the 
Warehouse Section, Iron and Steel 
Branch of the Office of Production 
Management, Washington, D. C. If 
the requested change is approved it be- 
comes effective when authorized by 
the chief of the Iron and Steel Branch 
and will remain in effect until further 
notice. The authorized copy will be 
sent to the warehouse or dealer. 

It is suggested that the dealer obtain 
a copy of Amendment No. 2 to Sup- 
plementary Order M-21-b relating to 
steel warehouses and determine how 
it affects his business. The foregoing 
account is of course not complete, but 
merely points out the important fea- 
tures of the order. Any questions 
which may arise in connection with 
compliance with the terms of this or- 
der should be addressed to J. R. 


Stuart, Head, Warehouse Section, 
Iron and Steel Branch, Office of Pro- 
duction Management, Washington. 
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“When 


with a gross idea, they know what they 


our customers come to us 
want, but not how to get it. It is our 
job to work out this idea using the 
building materials we have in our 
yard, or are sure we can get at rea- 
sonable prices.” 

This is the policy recently adopted 
by Wilson Lumber Company, Inde- 
pendence, Mo., according to Keith Wil- 
son, manager of the firm and son of 
the founder and owner, A. L. Wilson. 

Located in the business district of a 
town with a population of approxi- 
mately 18,000, a check of their truck 
records show building materials going 
to city, suburban, and farm customers. 
The present situation found them in a 
very fortunate position because they 
have always played-up remodeling in 
their sales promotion and advertising 
and they are convinced, that today 
more than ever before, the lumber 
yard must make certain of its full 
profit on every job—and that the easi- 
est place to achieve this goal is in the 
small building and remodeling field. 

As is the case in many districts 
where industrial production has 
climbed to new highs and employment 
has reached its all time peak, Wilson’s 
found out months ago that the cream 
of the remodeling trade lay in convert- 
ing one-family homes into two or three 
family dwellings or apartments. 

Financed through Title I, they 
found this selling not at all difficult. 
Newspaper advertising and direct con- 
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Develop Your 


SIL 


tacts on the subject alike proved very 
successful. Then once the houses had 
been made over, there frequently came 
a call for garages. 

As Mr. Wilson puts it: “It didn’t 
take the building owners long to find 
out that their new tenants needed ga- 
rages. In fact, they demanded them 
and were willing over a period of time 
to pay out in garage rent the construc- 
tion and material costs of the garages.”’ 

Following this same theme the prop- 
erty owners also learned that with 
smaller living quarters, additional rec- 
reational room within the house or 
building was needed. This meant con- 
struction of new recreation rooms, fin- 
ished attics, new porches and the util- 
ization and modernization of other 
waste indoor space. 

Even in the face of present market 
conditions, the firm found that by 
helping their customers in this plan- 
ning, there were plenty of building ma- 
terials, in the yard or obtainable. 
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As an example of how the use of 
the more plentiful materials has 
worked out to the satisfaction of the 
customers, knotty-pine walls were sold 
to landlords of buildings to be con- 
verted into apartments on the basis 
that knotty-pine walls were economical 
to keep up. 

The knotty pine idea is also gaining 
daily in suburban areas, for this mar- 
ket is enjoying an increased income, 
and is interested in sales themes that 
stress increased value of investment at 
this time when there is a great deal of 
uncertainty about the future. 

Practically the same thing holds 
true of the farm trade. Farm produce 
prices are now high, and with few ex- 
ceptions, barn and other farm con- 
struction offer no problem of lack of 
materials for the average yard. The 
same appeal here of a sound safe in- 
vestment—to yield a much better than 
average income—is successful. 

“After all,” Mr. Wilson says, “what 


This series of pictures illustrates steps taken in developing customers’ ideas 
out of stocks on hand. Upper left: Customer is attracted by remodeling 
window display. Below: Customer's idea is being applied to a plan book 
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hetter investment can the farmer make 
than to add buildings which will help 
him gain a fuller share of the farm 
products income? And what better 
time is there for him to get his new 
buildings up than during his period of 
greatest income?” 

Wilson’s are convinced that if the 
average lumber yard will make a com- 
plete survey of the needs of their cus- 
tomers and then plan to fill those needs 
out of their stocks and available ma- 
terials they have little to fear in the 
immediate future. 

This firm makes no effort to hide 
the fact that their small order program 
has been planned and in effect for 
some time. They specialize on mate- 
rials easy to get in their area and par- 
ticularly suited to the needs of their 
customers. They are giving attention 
to customers who will be their best 
trade after the emergency. They al- 
ways give the small order the same 
careful attention they give their big 
jobs. 

“Speedy Service” has been, and is, 
their slogan and they make every ef- 
fort to live up to it. All of their ad- 
vertising carries a remodeling theme. 
Twice a year all property owners who 
receive their mail from the Independ- 
ence Post Office are circularized by 
this firm. Usually these mailings in- 
clude material prepared by paint and 
roofing companies and 8,000 pieces are 
sent out in the Spring and in the Fall. 
All are sent first class. 

It’s the idea of establishing them- 
selves as the local headquarters for re- 
modeling that they want to get across 
and they believe any material along 
this line will achieve the purpose if 
used regularly. 

The small order customer is never 
penalized because of the size of his 


Upper left: Hard- 

ware being se- 

lected from stock. 

Right: Roofing 

colors show up 

best in daylight 
> 


reasonable 
immediate delivery if 


purchase. He 
price and gets 
possible. 

“We are a service firm and we 
don’t give our customers a chance to 
forget it,’ Mr. Wilson says. “We 
know that the remodeling trade fur- 
nishes us our best year around run of 
business. They don’t fuss around 
about discounts and are most adapt- 


buys at a 


Below: Clean lumber is its own best salesman to the housewife. 












able to our suggestions of materials to 
be used on their jobs. They appreciate 
our suggestions and are very pleased 
with the planning and personal atten- 
tion we give them. 

“More and more they come to us 
with an idea and leave the rest up to 
us. And this is just the type of busi- 
ness we want, particularly in the face 
of present conditions.” 


Materials selected 


from yard stocks allow customer to see what she is getting 
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The white finish ceil- 
ing insulating tile in 
tasket weave design 
used in this display 
has successfully sold 
to restaurants, offices 
and stores. The colo- 
nial exterior displays 
woodwork and en- 
closes the entrance 
to the office and the 
stairway to the third 
floor. The cottage- 
like exterior closes off 
a private office. Sci- 
entifically designed 
lighting arrangements 
eliminates all possi- 
bility of eye-strain 
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PUTS ON BEST 
FRONT TO DRAW 
OFFICE TRADE 


To provide metropolitan architects, 
contractors and builders with an ex- 
hibition of the possibilities of vari- 
ous materials effective in office re- 
habilitation, the Dykes Lumber Co., 
New York City, recently remodeled 
their general offices. Several jobs of 
the materials displayed have already 
been sold through this visual presen- 
tation and it will not be long before 
the entire installation cost will be 
covered. 

Particular care was taken to show 
what could be done to make the of- 
fices of heads of concerns unusual, 
and to suggest attractive treatments 
for show rooms and other rooms open 
to the public. 

Wall-board planking, 16 inches 
wide, applied horizontally, tends to 
bring the high ceiling into balance 
with the room’s dimensions ; wainscot- 
ing of character marked white oak 
random width paneling met with in- 
stantaneous approval. 
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Charcoal Drawings of 
Local Lassies Attract 


Attention 


Smart advertising and bright win- 
dow displays of the kind used by Frank 
Beadle, designer for the Brown Lum- 
ber Co., Midland, Mich., will be a 
measurable contribution to maintain- 
ing high civilian morale during the 
war. Mr. Beadle, in addition to de- 
signing all of the new homes the com- 
pany sells, does the window design and 
decorating, sign painting, and advertis- 
ing layout. Newspaper advertisements 
used regularly by the company are pre- 
pared in series. 

One of the most successful series 
created by Mr. Beadle had as the prin- 
cipal attention-getter, a reproduction 
of a charcoal drawing made of a little 
girl or an attractive young lady. For 
each ad Mr. Beadle sought the daugh- 
ter of a well known family, made a 
charcoal drawing of her, and after 
having plates made for ads, mounted 
the drawing in the lumber company 
display window. The drawing stayed 
in the window during the week in 
which it made its appearance in the lo- 
cal paper. At the end of the week, Mr. 
Beadle presented the drawing to the 
parents of the child. 

This series ran for several weeks, 
and before it had a chance to lose its 
effectiveness it was replaced by another 
series. The reason for withdrawing 
it at that time was to be able to come 
back in a year or two with another 
series of the same kind. 

One series used effectively by Mr. 
3eadle featured a particular product 
each week, or a certain feature of good 
construction. Another really educated 
the building public in the availability 
and use of FHA financing. Still an- 
other series contained photographs of 
new homes designed and sold by the 
company, each ad featuring one home. 

The accompanying photograph of a 
prize winning window designed and 
dressed by Mr. Beadle for the com- 
pany during Dow Chemical Week, 
contains one of the charcoal drawings 
which were very popular with the 
entire city. While that series of ads 
was running many people of Midland 
and vicinity made a practice of visiting 
the window each week to see whose 
picture was being featured. 


At right is one of 
the series of ad- 
vertisements con- 
taining a_ char- 
coal drawing 
made by the de- 
signer of the 
Brown Lumber 
Co., Frank 
Beadle, which 
were run for sev- 
eral weeks in a 
Midland, Mich. 
newspaper. This 
advertising was 
supplemented by 
window displays 
such as the one 
shown below 
which used as a 
central theme the 
original drawing 
from which the 
picture in the 
current newspa- 
per advertise- 
ment was taken. 
Daughters of 
well-known local 
families were 
models for these 
drawings 
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Photograph by Nicholls Studio 





MARY MARGARET 
Daughter of 
DR. AND MRS. J. WALTER 
SEEBURGER 








This Little Miss Will Hold Honor 
Position In Our Window This Week. 


HOME OWNERSHIP 


Is a supreme test in serene 
living, a venture in simplicity 
and discipline as timely to- 
day as it was nearly 100 
years ago. 


The pattern of our civiliza- 
tion becomes more and more 
complex but the way to home 
ownership need not be com- 
plicated. 


Never before has more safe- 
ty and security been offered 
in simplified home financ- 
ing. 


A COMPLETE HOME BUILDING SERVICE 

IS NOW AVAILABLE TO ALL WHO WISH 

TO MAKE THE SUPREME TEST TO OWN 
A HOME OF THEIR OWN 


BROWN LUMBER CO. 


MIDLAND 
MICHIGAN 


ESTABLISHED 1885 


PHONE 
54 and 55 
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The old house was on the market at 
a bargain price, but no one wanted it at 
any price. Today it provides living 
quarters as practical as the best offered 
by any defense housing. E. C. Now- 
lin, president of the Nowlin [umber 
Company, Little Rock, Arkansas, had 
been noticing the For Sale sign for 
months, as well as the frequent news- 
paper classified advertisements. And 
now that his plant was being hit hard 
because of the many griefs that sur- 
round the building of new houses, he 
determined to see if remodeling could 
be made to pay well. 

What he did for that old house has 
been repeated so often in his plant that 
it is a case history of particular interest. 

First of all, he got a credit report on 
the owner. This proving satisfactory, 
he had a neat pencil sketch made of the 
remodeling that could easily be done 
even in these troublesome times of pri- 
orities and shortages—remodeling that 
called for plenty of glass, paint, and 
other products not on the critical list. 
Two large sun porches added to the 
front were the most important changes, 
designed to turn the old house into an 
apartment dwelling for defense hous- 
ing. The large rooms were reparti- 
tioned to form an extra kitchen, din- 
ette, and built-ins. More windows 
were added, a new bath, and new elec- 
tric wiring and fixtures. 

Then Mr. Nowlin went to the owner 
with the pencil sketch showing the pro- 
posed changes and proved to him that 
by spending $1,500 the house would 
not have to be sold at a bargain price. 
It could be offered at a much larger 
price, or it could be retained as valu- 
able rental property. 

The owner was so easily convinced, 
that E. C. Nowlin knew other owners 





syanuary 10, 1942 


PERLE LEELA ERE: 





Above: Before and after example of remodeling by Nowlin 
Lumber Co., Little Rock, Ark. Below: E. C. Nowlin, president 


of old houses could be induced to spend 
less than $2,000 on remodeling. <A 
survey of the city turned up numerous 
old houses built on similar lines, which 
could be remodeled into four and 5-unit 
apartments without any © structural 
changes. In the pencil sketches sub- 
mitted to prospects, sun porches 
always have the high light. in most 
instances, twin porches are added to 
the front, to take the place of the old- 
fashioned porches that deface many of 
the big, square old houses. 

As a talking point for remodeling, 
this dealer finds the sun porch invalu- 
able. Nothing adds so much comfort 
and charm to a remodeling job as a 
glassed-in porch. Next in importance 
are additional windows; few of the 
older houses have enough windows. 

This dealer stresses complete serv- 
ice in remodeling. His plans always 
call for additional electric wiring, and 
nearly always for new electrical fix- 
tures. Additional baths are always pro- 
vided for in the larger houses. After 
the owner is inter- 
ested, Mr. Nowlin 
then brings in con- 
tractors and sub- 
contractors to make 
estimates. 

“I always 
my prospects 
remodeling jobs,” 
said Mr. Nowlin. 
“After spotting a 
likely house for the 
particular remodel- 
ing on which we 
are now specializ- 
ing—the kind that 
calls for plenty of 
glass—we get a 
credit report on the 


pick 
for 


MADE THIS HOUSE PROFITABLE 


owner and go after him with 
pencil sketches. 

“Our intensive campaign on remod- 
eling is practically keeping us from 
closing down. People who would 
never contemplate building a new house 
are easily sold on the idea of spending 
$1,500 for a Nowlin remodeling job 
that gives them one or more sun 
porches and a rehabilitated interior 
that turns a $25 rental property into 
one worth $75 or $100.” 

Mr. Nowlin said that he picks the 
large, square old houses as his favorite 
prospects for remodeling because they 
can all be made over from his favored 
sun-porch plan. The owner is always 
induced to look at a remodeling job 
that practically serves as an example 
of before-and-after remodeling. 

On many of these remodeling jobs 
the dealer uses wooden gutters, made 
of cypress, which are manufactured in 
the plant. 

No architect is needed for this stand- 
ardized remodeling. 


our 
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3enjamin Franklin’s reputation for 
wit, it is interesting to note, was made 
during times similar to these we are 


encountering today. “Early to Bed 
and Early to Rise, Make a Man 
Healthy, Wealthy and Wise” and “A 
Penny Saved Is a Penny Earned” met 
popular acceptance during a_ period 
when wealth was easier amassed by 
saving than by “investing” for a profit. 

Emergency conditions and a state of 
war set one lumberman to thinking 
during the closing days of 1941 and 
his thought led to an analysis of his 
costs of doing business, which in turn 
resulted in some neat deductions re- 
garding “Saving versus Sales Profit.” 
For example he found that he was 
sarning, roughly, a ten percent net 
profit on his average sales and to him 
this meant that a saving of 10 cenis 
was equivalent to making a sale of 
$1.00 as far as his costs of doing busi- 
ness were concerned. 

He reasoned that if he could elimi- 
nate a practice that was costing him 
10 cents per working day, that would 
be approximately equivalent to saving 
the net profit on $25 worth of sales 
during the month and the profit on a 
$300 sale during the year. In other 
words an elimination of 10 cents cost 
per day would allow him to forego $300 
worth of sales during the year and still 
remain approximately as well off as he 


was. In view of the possibility of 


having to accept a sales shrinkage due 
to emergency conditions, the idea of 
reducing cost appealed to him, and 
believing that there were many times 
10 cents worth of wastage in his plant 
operation each day he posted the fol- 
lowing thought provoking statements 
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on display 
and yard: 

“A Nickel Saved Is Equivalent to 
$0.50 in Sales.” 

“A Dime Saved Is Equivalent to 
$1.00 in Sales.” 

“A Quarter Saved Is Equivalent to 
$2.50 in Sales.” 

“A Half-Dollar Saved Is Equivalent 
to $5.00 in Sales.” 

“A Dollar Saved Is Equivalent to 
$10.00 in Sales.” 

In the office it 
was pointed out 
that a 3 cent stamp 
was equivalent to 
30 cents in sales 
and a 5 cent box of 
paper clips was 
equivalent to 50 
cents in sales; that 
$3.00 wasted in 
spoiled stationery 
and repre- 
sented a loss of 
$30.00 in sales. 

In the 
was demonstrated 
that the waste of 
lumber, nuts, bolts, 
nails, cotter pins, lock washers, etc., 
was unnecessary and that the waste of 
each 10 cents worth of such items cost 
$1.00 in sales; and that under emer- 
gency conditions such waste was likely 
to cost much more. 

Insurance costs were considered 
from the standpoint that the accumula- 
tion of debris, and other practices 
creating fire hazards, boosted insurance 
rates and that a $50.00 boost in insur- 
ance premium represented the loss of 
$500 in sales. 

Loss or breakage of tools that re- 
sulted in a repair or replacement bill of 


cards throughout the office 


Sales 


Sales 


forms, 


shop it 
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Poor Richards A 
Has Nothing Ou These 
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$4.00 didn’t amount to just $4.00, for 
aside from the incidental delay, a $4.00 
cost bill required $40.00 in sales to 
offset it. 

Regarding the use of trucks and 
company cars it was emphasized that it 
costs a minimum of 5 cents a mile to 
drive a car and 8 cents a mile to oper- 
ate a truck. Therefore, driving a com- 
pany car an average of ten unnecessary 
miles a day for 300 working days, 


Nickel Saved is Equivalent to 50c¢ in 


Dime Saved is Equivalent to $1] in 


Quarter Saved is Equivalent to $2. 
in Sales 


Half-Dollar Saved is Equivalent to 5: 
in Sales 


Dollar Saved is Equivalent to $10 
Sales 


amounted to 3000 unnecessary miles a 
year, which at 5 cents per mile cost 
$150, or a net profit absorption of 
$1,500 in sales. Likewise, two trucks, 
each operated an unnecessary five miles 
a day for 300 working days wasted a 
sales volume of $2,400. 

Last, but not least, it was pointed 
out that to pay a $100 a month em- 
ployee required $12,000 in sales a year, 
and that any employee earning as much 
as $150 a month would have to be 
reckoned as worth $18,000 a year in 
sales. To check up on that point the 
placard at top of page was posted. 


A rear view of the remodeled garage which was converted 
into a small home for two persons 
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Front view of the same house. Note the large window in the 
living room and the attractive design 


GARAGE BECOMES AN ATTRACTIVE SMALL HOME 


Remodeling Existing Structures Is One Solution to Housing Problem 


At the present time, when the need 
of materials 
acute, and when the need for adequate 
housing in industrial areas is just as 
the remodeling job which is 
shown here is an admirable answer to 


for the conservation is 


acute, 


the problem of making a little go a long 
Way. 

Before being remodeled, the house 
which is shown in the accompanying 
two pictures and the floor plan at the 
bottom the page three-car 
garage with an approximate overall of 
24 feet by 16% feet. The structure 
was located on the outskirts of Down- 
ers Grove, Illinois—a Chicago suburb. 


of was a 


6*0": 


Being a soundly constructed building, 
the thought occurred to the contractor 
that here was a small building that 
could be converted into a house suit- 
able for two people with a minimum 
outlay of material. 

The garage was swung on its founda- 
tions so that the length of the building, 
which had paralleled the street, was 
now at right angles to that thorough- 
fare. A full basement was put under 
the building which allowed ample space 
for the heating plant, laundry and 
other working space. Since the house 
was located outside the city water sup- 
ply, it was necessary to install an auto- 


i 16-6" >! 


matic, domestic water supply system. 

It might be added here that neither 
the workmanship nor the materials are 
in any manner inferior. 
was done where necessary to insure the 
structural soundness of the building; 
all mechanical equipment was of the 
best quality and good material was 
used throughout. The design of the 
home, as can be seen from the pictures 
and the floor plan, is modern and 
sound. It is an efficient and attractive 
adaptation of the space that was avail- 
able, and most important, it was a lot 
of house for little in material and man- 
power. 
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The floor plan 
shown here indi- 
cates the layout of 
this home and the 
general overall di- 
mensions, The 
large living room, 
which is a feature 
of many smaller 
homes, does much 
to add to the spa- 
ciousness of the 
entire house. The 
kitchen is also of 
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ample size, while 








the bed room and 
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bath are the space 
savers in the lay- 
out. The large 
basement furnish- 
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Lumber Dealers Help School 
Boost Own Prestige 

Another town in which the lumber 
dealers win the favor of the local popu- 
lation by cooperating with local educa- 
tional authorities is Champaign, III. 

Each year the Building Trades class 
of Champaign 
High School de- 
signs and builds a 
house. Materials 
are furnished by 
local supply 
houses which are 
willing tocarry 
the scliool account 
until spring when 
the house is com- 
pleted and sold at 
auction. The boys 
begin work in the 
fall on plans cre- 
ated the previous 
year. The basic 
structure is erect- 
ed and closed in 
before cold weath- 
er and interior fin- 
ish is completed during the winter 
months. 

The project is a training ground for 
many students. Art classes have the 
privilege of decorating the house. Be- 
fore it is opened to the public for in- 


spection it is furnished by the students 
with household goods lent for the occa- 
sion by local furniture and department 
stores. 


The cooperating lumber dealers 
have found it advantageous to have 
their names published among those 
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who have in this way given the school 
a boost. Furthermore, the erection of 
these new houses often suggests home 
building to other families, and makes 
them receptive to sales promotion ideas 
and plans. 

















Herel a 


This silent salesman — an 
island display in the office of 
the Clark County Lumber 
Co., Springfield, Ohio — does 
his part in moving a volume 
of linoleum that keeps one 
man busy at the job of laying 
it in customers’ homes 

























Help in War Effort 


Deliveries under war conditions pre- 
sent new problems. There is the ques- 
tion of scarcity of repair and replace- 
ment parts, the difficulty of filling 
orders for them. So one lumber mer- 
chant has issued instructions to drivers 
which read: “Notice to Drivers .. . 
Five Ways to Help Out in the Emer- 
gency. 

“We are confronted with a situation 
that is rapidly reaching a critical stage, 
and which will become very critical in 
the near future with repair parts more 
difficult to obtain, so we are redoubling 
our efforts to further tune up and ad- 
just carburetors, ignition and timing, 
to cut gasoline waste. The actual op- 
eration of a car or truck can vary the 
gasoline consumption as much as fifty 
percent, depending upon the way the 
driver handles the vehicle. 

“We ask you to keep in mind five 
important points: (1) To cut out all 
unnecessary miles run; making deliv- 
ery in straighter lines and more effi- 
ciently; (2) To cut the idle running of 
motors to an absolute minimum when 
trucks are standing; (3) To avoid ex- 
cessive speeds; (4) To make no jack- 
rabbit get-aways; (5) To coast up to 
all stops, avoid rushing up to stops at 
high speed and slamming on the brakes. 

“Thus we will not only save gas but 
have an important margin of safety, 
reduce accidents, injuries and loss of 
life. In addition we will save parts and 
reduce number of brake relinings, and 
clutch overhauls, and so reduce rear 
end trouble, engine, tire, and battery 
wear and tear, 





Dealer Marks Centennial 


The White House was occupied by 
John Tyler in 1842 when the Rand 
Lumber Co., a retail firm at Burling- 
ton, Iowa, was organized and com- 
menced operation. 

This year, after an uninterrupted 
century of business activity that con- 
cern is celebrating its one hundredth 
anniversary. A handsome announce- 
ment of the fact combined with friendly 
greetings to “those whose good will 
and confidence we have enjoyed,” was 
sent to the company’s customers. 


Poetry for Profit 


I hate to be a kicker, 
I always long for peace, 

But the wheel that does the squeaking, 
Is the one that gets the grease. 


It’s nice to be a peaceful soul, 
And not too hard to please, 

Sut the dog that’s always scratching 
Is the one that gets the fleas. 


The art of soft soap spreading 
Is a thing that palls and stales, 
Sut the guy who wields the hammer 
Is the guy who drives the nails. 


let us not put any notions 
That are harmful in your head, 
Sut the baby that keeps yelling 
Is the baby that gets fed. 


So we repeat—Storm sash 
will cut your fuel bills at least 10%. 


Amemecanfiumherman 


The above is from one of a number 
of clever items to be found in “Mill 
ends,” a mimeographed publication of 
the Alexandria Bay Lumber Co., a 
millwork and retail lumber concern at 
Alexandria Bay, N. Y. The publica- 
tion goes to the Alexandria company’s 
customers and friends and subtly re- 
minds them of the advantages of trad- 
ing with the company. 





Notes on Promotion 


Lumber dealers might suggest to 
their local newspaper editors the inclu- 
sion of a department similar to one 
entitled “Know Your Businessmen” 
published on the front page of a Co- 
lumbus, Wis., newspaper which spe- 
cializes in feature stories of business 
houses. 
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The Caldwell Lumber Co., of that 
city, recently had its picture and a fea- 
ture story of considerable length 
printed in this department, and a great 
many comments about it were received 
at the lumber firm’s office. 

The newspaper makes the rounds of 
the town’s business establishments and 
distributes this free publicity among 
them equitably. The policy engenders 
goodwill for the newspaper and the 
editor has found that companies fea- 
tured editorially are receptive to 
spending money on advertising. 





HUNDREDS of DEALERS are 
using the Low Cost Plans that 
are Published in Every Other 
Issue. ARE YOU? 





Bulletin Sign Serves Customers 
and Contractors 


The tie-up of job signs with a dig- 
nified bulletin board listing houses 
under construction, has produce 
highly satisfactory results for Stiles, 
Inc., lumber, millwork and_ building 
materials firm at Grand Rapids, Mich. 

On the bulletin board, located out- 
side the company office, is posted com- 
plete information about homes under 
construction that are to be sold when 
completed, for which the Stiles com- 
pany is furnishing building materials. 
The listing on the sign describes the 
house, gives its location, and tells how 
much progress has been made on the 
construction work. The building con- 
tractor involved in each case has his 
name and telephone number also listed. 

Weekly Stiles advertisements in a 
local newspaper carry the same listing 
of these new houses which are for sale, 
and a similar description of each. The 
sign and the ad have come to be a 
reference list for persons seeking new 
homes in Grand Rapids. 

Stiles job signs, designed with equal 
care, are erected on each job for which 
the company is furnishing material, as 
soon as ground is broken. The sign 
stays there until the home is either 
sold or turned over to its owner. 
These job signs are of two types, one 
designating the building as being con- 
structed “For Owner,” the other citing 


it as being built “For Sale.” 

If for any reason a contractor does 
not allow the Stiles Company to dis- 
play its job sign, neither that contrac- 
tor nor that house is listed on the 
Stiles’ bulletin board or in the Stiles’ 
newspaper advertisements. 
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Officers, field men, staff and advertising counsel of the Red Cedar Shingle Bureau are presented here. Front row, left to right: A. J. Wartes, Clark 
Cross, P. N. Plamondon, R. C. Peach, G. D. Abendschein, Wm. Hatch, W. J. Ivey, F. M. Pratt and V. G. Peterson; back row, left to right: H. C. 





Brown, C. P. Constantine, Gordon Raphael, W. W. Woodbridge, H. V. Whittall, P. R. Smith, Ralph Wayland, G. A. Brewer, D. M. Botsford, 


W. W. Woodbridge, Jr. 


Shingle Bureau Reaffirms the Value of Promotion 


All Officers Reelected; Important Speakers Heard at Silver Jubilee Meeting 


SEATTLE, WASH., Dec. 29.—With a setting 
of Christmas trees bedecked with tinsel and 
bells in the large reception room of the 
Washington Athletic Club, representatives of 
about 90 percent of the red cedar shingle 
industry gathered for the twenty-fifth annual 
meeting of the organization Dec. 19. The 
hardworking board of trustees and the staff 
met the afternoon before, and dined later 
at the Club with a few invited guests. It 
was an entirely informal get-acquainted 
evening. 

All officers were reelected including Paul 
Smith, Seattle, president, Ralph Wayland, 
Seattle, vice president for Oregon and 
Washington, H. V. Whittall, Vancouver, 
B. C., vice president for British Columbia, 
and W. W. Woodbridge, secretary-manager. 

Prominent guest speakers on the program, 
but unable to be present because of war 
activities that developed following the Jap- 
anese attack, were H. R. Northup, secre- 
tary of the National Retail Lumber Dealers’ 
Association, Washington, D. C., and Mon 
C. Wallgren, Everett, Wash., U. S. Senator. 
Seattle’s own Carl Blackstock, Blackstock 
Lumber Co., president of the National Re- 
tail Lumber Dealers’ Association, ably filled 
the vacancy on the program left by the 
absence of Mr. Northup. 


Primarily a Promotion Group 


The Red Cedar Shingle Bureau is _pri- 
marily a trade promotion organization and 
as such has won an enviable position 
throughout the building material field. 
Therefore advertising and trade promotion 
hold the center of the stage at any annual 
meeting of the bureau, but second only to 
promotion was the important subject of pri- 
orities which was ably set forth by Ben R. 
Ellis, priorities director of the National 
Lumber Manufacturers’ Association, who 
had journeyed from Washington to enlighten 
the shingle manufacturers in regard to ob- 
taining sch necessary metal supplies as 
shingle bands, saws etc. 

Robert Ingram, Aberdeen, Wash., for- 
merly president of the bureau and for sev- 
eral years a member of the U. S. Naval 
Reserve, is now on duty as a lieutenant com- 


mander on one of Uncle Sam’s war vessels 
in the Pacific. Formal recognition of this 
fact was taken in a toast to him at the ban- 
quet and in a resolution unanimously passed 
at the meeting, inscribed and forwarded to 
him carrying expressions of appreciation and 
wishes for a Merry Christmas. The resolu- 
tion was offered by Dale Craft, Whites, 
Wash., another past president of the bureau. 


Present Resolution of Appreciation 


Another bit of evidence that, if there is 
no sentiment in business there is at least 
sentiment in business men, is the annual 
custom of presenting an inscribed resolution 
of appreciation to the member with the most 
imposing record of service to the industry. 
This year’s honors were conferred on Sam 
P. Johns, Jr., Weyerhaeuser Sales Co., 
Tacoma, Wash., by A. H. Landram, St. 
Paul & Tacoma Lumber Co, Tacoma, repre- 
senting the industry. Mr. Landram paid an 
eloquent tribute to the character, ability and 
long service of Mr. Johns. 

The red cedar industry has had a highly 
satisfactory year and looks forward with 
confidence to 1942 as evidenced by plans and 
expressions of its leaders. It is estimated 
that private residence building may be cur- 
tailed 30 percent, but the most important 
market is reroofing. The farm and rural 
communities are greatest consumers of wood 
shingles. 


Readjustment of Business 


Shingle manufacturers recognizing the 
gravity of the war situation and the neces- 
sary dislocations in business, expressed a 
will to carry on, first in complete support 
of all Government and Defense efforts, and 
secondly in maintaining the industry itself, 
thus supplying the finest of roofs for mil- 
lions of Amrican people and doing its part 
in maintaining the system of free enterprise 
which American soldiers and sailors are de- 
fending. 

Appropriately, the board of trustees 
drafted and passed a resolution which they 
sent to President Roosevelt pledging the in- 
dustry’s support in every effort of the Gov- 


ernment to make war on the enemy. 

President Paul R. Smith opened the first 
business session with a short address to the 
shingle manufacturers who had assembled in 
large numbers from British Columbia, Wash- 
ington and Oregon. Mr. Smith spoke briefly 
of the progress of the bureau during the 
past year. He praised the work of Secre- 
tary-manager Woodbridge and his staff, and 
commended the program which has_ been 
developed by the Board of Trustees to fit 
ever changing conditions. He said in effect 
that the shingle industry has had a good 
year and that it is necessary to progress thus 
in order to pay taxes to carry on the war. 
He pointed out that the industry had no 
serious labor troubles during the past year, 
which was particularly fortunate, for, had 
production been curtailed by strikes during 
the peak demand, the industry would have 
failed to supply the needs of the buyers and 
prices would have been forced so high that 
they would have worked injury to the entire 
business. 

In a report on the status of the member- 
ship J. A. McEvoy, chairman of the mem- 
bership committee, stated that the _ bureau 
membership is 819 shingle machines and 
that the members have shipped an excess of 
30,000 cars of shingles this vear. 


Advertising Committee Report 


W. H. McLallen of Vancouver, B. C.,, 
chairman of the advertising committee, in 
his report for that committee gave the mem- 
bership a somewhat intimate look at the 
work this most important group is doing. 
He told of his hard-working committee, 
which during the year, has spent a month on 
the bureau advertising work, and he also 
paid tribute to the efficiency and cooperation 
of the advertising agency, Botsford-Con- 
stantine & Gardner, as well as the effective 
counsel of Secretary-manager Woodbridge. 

Mr. McLallen showed charts illustrating 
first how the association dollar is divided 
up between the various activities including 
promotion, inspection, executive, etc., and the 
chart showing the division of the promotion 
dollar, 








As one Tacoman to another: A. H. Landram 
presents the Red Cedar Shingle Bureau citation 
to S. P. Johns, Jr. 


He pointed out that the 1942 program will 
largely follow the pattern which has been 
developed by the experience of a number 
of years of resultful advertising. Mr. Mc- 
Lallen estimated the total value of the Red 
Cedar shingles consumed in 1941 as $35,000,- 
000, so that the amount of money spent for 
advertising is less than one-half of one per- 
cent, and he left the suggestion that this 
might be easily increased so that the in- 
dustry could advertise itself into an increas- 
ingly good condition during 1942. 


Silver Jubilee Meeting 


\V. W. Woodbridge stated that this silver 
jubilee meeting would have made it appro- 
priate to review the history and development 
of the Red Cedar Shingle Bureau, but 
rather than looking backward he preferred 
to look forward and show the manufacturers 
the current work of the association staff. 
His report was illustrated with slides, most 
of the pictures made by the bureau's field 
men doing their rounds. This was a com- 
prehensive and convincing show. He pointed 
out that the shingle bureau field men are 
busy in every part of the United States 
working with Government officials, retail 
lumber dealers, contractors and architects, 
in many of the various phases of the field 
work, 

More than that, these slides showed pub- 
lications, the Certigrade handbook, farm 
books, advertising copy, particularly the 
blueprints more recently used by the inspec- 
tors of the branch offices. All in all it was a 
splendid showing, and as President Paul 
Smith commented, it was convincing as a 
showing of great progress. 

At the noon lunch, where those in attend- 
ance were guests of the bureau, President 
Smith presided as toastmaster and during 
the brief program, Sam P. Johns, Jr., of 
Tacoma was honored with the inscribed 
resolution of appreciation for his service to 
the industry. 


Speaks on Friendly Neighbors 


On the afternoon program, W. C. Bell, 
managing director of the Western, Retaii 
Lumbermen’s Association, addressed the 
shingle manufacturers on the — subject, 
“Friendly Neighbors.” Mr. Bell spoke of 
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the happy position of the Western Retail 
Lumbermen’s. Association, located in the 
large manufacturing area, and of the friendly 
cooperation between manufacturers and re- 
tailers throughout this area. He said, “I 
appreciate the honor of speaking to your 
organization because it is known as one of 
the most outstanding lumber associations in 
the country.” He particularly emphasized 
the “friendly” part of his subject, saying 
that the location as a neighbor may be a 
matter of chance but the qualification, 
friendly, is not something that is acquired 
by chance. He referred to an article, “Free- 
dom is not Free. It is something we pay a 
price for.” He said friendship is much the 
same, 

Mr. Bell gave extensive evidence of the 
cooperation between manufacturers and re- 
tailers and particularly in connection with 
the Western Homes Foundation. 

Carl Blackstock, president of the National 
Retail Lumber Dealers’ Association, was 
given the subject, “War Time Distribu- 
tion.” As usual Mr. Blackstock took a 
constructive, and also a very optimistic, 





Carl Blackstock, of Seattle, president of 
NRLDA, father of the "“Certigrade Pulpit," is 
shown here speaking on "War Time Distribution" 


view of the building material business. He 
stated that he didn’t build his talk around 
the subject which had been assigned to H. 
R. Northup, who was unable to leave Wash- 
ington, D. C., to be at this meeting. He 
said distribution is a problem that goes on 
forever and you could perhaps say that dis- 
tribution is the cause of war. 

He foresaw some changes in the building 
material business. He said we may lose 
30 percent of our business or we may not 
lose any. He pointed out that FHA will 
not make loans for residences that cost over 
$6,000, including the house and lot. On the 
other hand he expressed the belief that 
houses can be planned for eventual greater 
values and leave out some of the luxurious 
bathrooms, etc., until after the emergency. 

Mr. Blackstock particularly expressed con- 
fidence in the honesty and efficiency and 
patriotism of the men in Government posi- 
tions in Washington. Said he, “We are at 
war. We as patriots are willing to sacri- 
fice our business and our time, but we want 
to be assured that we will get back our fac- 
tories, our business, our farms, when the 
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emergency is over. That is what we are 
fighting for.” 

B. R. Ellis, priorities director, National 
Lumber Manufacturers’ Association, Wash- 
ington, D. C., who says his real job is to 
operate the Southern Cypress Manufacturers’ 
Association, but who has been drafted dur- 
ing the emergency to work for all the lum- 
ber associations, admitted that priorities in 
Washington are a problem. But he said pri- 
orities were put in for a purpose and basi- 
cally there are not enough critical metals 
to go around. The army and navy get first 
choice. What is left has to be distributed 
among the other industries. He praised the 
personnel of the OPM and other Government 
agencies. 


Discusses Priorities Situation 

He explained the designation of different 
types of priority numbers and methods nec- 
essary in requesting priorities. He pointed 
out particularly that requests for priorities 
must be established by proof. 

On the whole, Mr. Ellis took an opti- 
mistic view of the situation. He assured 
the manufacturers that the OPM does not 
want to injure anyone and that they will 
not shut down any plant if they can in any 
way help it. A small plant gets just as 
much consideration as a large one. 

He told the manufacturers that metals are 
going to become scarcer and he urged them 
to repair any equipment possible, to weld 
or replace with second hand equipment if 
possible. 

He also impressed upon the manufacturers 
that if the Government offers them an order 
they must take it and do their best to get 
it out as quickly as possible. 

Referring to nails, he said there had been 
a scarcity and the National Lumber Manu- 
facturers’ Association has urged that nails 
be produced in unlimited quantities and that 
such plans be given publicity. On this sub- 
ject the OPM states there is no actual short- 
age. It is known that 1941 production of 
nails was equal to that of 1940, they suspect 
that there has been hoarding which has 
caused dislocations. Mr. Ellis stated that 
the nail situation would be worked out and 
that the OPM doesn’t want building to stop. 
They are anxious for it to go ahead. He 
referred to Donald Nelson, priorities chief, 
as “Your best friend in the world.” 


Volume of Lumber in 1942 


He stated OPM statistics show that there 
will be as much lumber used in 1942 as there 
was in 1941. They estimate a decline of 
private building at 30 percent. To partly 
offset that there will be a tremendous in- 
crease in the use of wooden boxes. It is 
estimated that 9 billion feet of lumber will 
be used for wooden boxes. 

P. H. Olwell, Everett, chairman of public 
relations committee, informed the members 
that the bureau was now a full member of 
the National Lumber Manufacturers’ Asso- 
ciation and praised the work of the Na- 
tional, particularly in regard to building code 
work, 

He predicted that there will very shortly 
be an increase in rail freight rates and 
warned them that shippers should protect 
themselves against advances as raises might 
become effective on short notice. 

Other resolutions, than those mentioned, 
which were adopted were to speakers, to the 
trade press, and to NLMA and its staff. 
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PEOPLE WILL BUILD WHEN THEY CAN 


Folk Who Can't Build, Flock 
to Buy Old Homes 


Savings, building and loan associations in 
October lent $59,874,000 for home buying, 
an increase of 46.85 percent over their loans 
for similar purpose in October a year ago, 
reports the United States Building & Loan 
League, Chicago. This was the largest 
amount they had been called upon to supply 
in any one month since the 1920’s. Fermor 
S. Cannon, Indianapolis, president of the 
League, said that home building loans which, 
in this first month after priorities were ap- 
plied, still took 29.48 percent of the savings 
and loan association dollars, were down 
about $4,000,000 from October, 1940. Major 
portion of this type of lending is in the 
Defense areas where every effort is being 
made by the associations to demonstrate that 
private enterprise can handle the Defense 
housing needs of the civilian workers, with 
very little expenditure of I‘ederal funds for 
building. “This was the first month in 
which we could test the reaction of the 
home-buying and building public to the fact 
that not as many homes were going to be 
built in 1942 as in 1941,” said Mr. Cannon. 
“The fact that home purchase loans rose 
so significantly—they were nearly $2,000,000 
more than in September—shows that the ex- 
pected human reaction has taken place. 
Faced with the possibility that they might 
not be able to get a new house built, families 
flocked to the market for the existing ones. 
And the savings, building and loan institu- 
tions were ready with the money, as they 
expect to be to support an active market for 
existing homes throughout 1942.” Percent- 
ages of the October loans used for various 
purposes follow: Construction, 29.48; re- 
pair and modernization, 4.19; home purchase, 
40.6; refinancing, 12.73; other purposes, 
6.80. 








Repairing Gains as New 
Building Declines 


Wasurincton, D. C., Jan. 4—For the sec- 
ond consecutive month in November, build- 
ing permit valuations were lower than 
during the corresponding month of 1940, Sec- 
retary of Labor Frances Perkins reported— 
23 percent lower than during November, 
1940. “This was brought about by a decline 
of 6 percent in indicated expenditures for 
new residential buildings and a decrease of 
45 percent in those for new nonresidential 
buildings. Indicated expenditures for addi- 
tions, alterations, and repairs showed a gain 
of 1 percent over the year period,” Miss 
Perkins stated. 

“As compared with October, 1941, all 
types of construction showed a decline, a 
decrease in total building construction 
amounting to 24 percent. Permit valuations 
for new residential buildings decreased 18 
percent, for new nonresidential buildings, 26 
percent, and for additions, alterations, and 
repairs, 36 percent.” 

The Bureau’s tabulations include contracts 
awarded by Federal and State Governments 
in addition to private and municipal con- 
struction. For November, 1941, Federal and 


State construction in the 2,142 reporting 
cities totaled $36,180,000; for October, 1941, 
$35,628,000, and for November, 1940, $76,- 
346,000. 

New housekeeping dwellings for which 
permits were issued in the 2,142 reporting 
cities in November, 1941, will provide 24,932 
dwelling units, which is 14 percent fewer 
than the 28,914 dwelling units reported in 
October, and 6 percent less than the number 
provided in November, 1940. Dwelling units 
in publicly financed housing projects in- 
cluded in these totals numbered 3,406 in 
November, 1941; 3,337 in October, 1941, and 
5,848 in November, 1940. 





B & L Executive Reports Gain 
in Savings for Homes 


The amount of money going into savings, 
building and loan associations in October is 
estimated by the United States Savings & 
Loan League, Chicago, A. D. Theobald, 
Chicago, assistant vice president, reports, at 
$106,390,000 or 23 percent more than in 
October of the previous year. Increase over 
September was ten percent, reflecting swell- 
ing incomes of many persons employed in 
War industries and increased margin of in- 
come over necessities of life, for the wage- 
earning and some white collar workers, the 
League spokesman suggested. Volume of 
withdrawals from the associations was the 
lowest it has been since June, and repre- 
sented a decrease of 5 percent from Sep- 
tember in money going out. The outflow 
was, however, some 30 percent greater in 
volume than in October, 1940. New money 
came both from old savers in the institutions 
who have systematic or optional savings 
plans under which they add periodically to 
their share accounts, and newcomers to the 
ranks of savings and loan investors, both 
systematic savers and investors in lump- 
sums, Mr. Theobald pointed out. “AIl of 
the persuasiveness of 1942 advertising by all 
savings institutions must be brought to bear 
on the problem of putting off the spending 
of the individual’s money until victory is 
ours,” said he. 





Of New Homes 80 Percent 
Are Under $6,000 


We have settled down to the under-$6,000 
house, says the National Association of Real 
Estate Boards in announcing results of a 
survey just completed, covering 248 typical 
cities. In the last six months—which means 
before the priorities ceiling was imposed— 
80 percent of all new home building was in 
the under $6,000 class. The check shows 
that in 8 percent of our cities—almost one 
out of every twelve—the under-$3,000 house 
is the commonest type now being built. The 
under-$3,000 house is eight times as fre- 
quent in Defense as in non-Defense areas. 
For the country as a whole, the No. 1 price 
range at which new home building was go- 
ing on as the war opened was the $4,500 
to $6,000 range. Close contender for first 
honors is the $3,000 to $4,500 house. For 
the country as a whole, 43 percent of the 
cities say home building activity is greatest 


in the $4,500 to $6,000 group, but 39 percent 
report the $3,000-$4,500 group as tops. Of 
all houses built during the last six months 
in the cities surveyed, 90 percent were in 
Defense areas. Here is a break-down, of 
a kind never before made on a national scale, 
showing actual percentage of home building 
during the past six months in various price 
ranges: 


Non- 
Defense Defense 
Areas Areas 
Percent Percent 
Under S6:000: .........0.6s0% 79.6 79.4 
$4,500-$6.000 ........0000- 40.9 32.7 
oS ee 30.3 32.5 
WRGSE GS000 ices secesinsic 8.4 1.4 


Not one of the reporting cities of over 
500,000 population has a prevailing building 
range under $4,500. Regionally, the North- 
west leads in production of the under-$3,000 
house, with just half of its reporting cities 
citing it as their dominant type of present 
home building. 

Single family dwellings built in the last 
six months in the reporting cities total 2.69 
for every 1,000 population, or 11 dwellings 
per 1,000 families. Homesites purchased in 
the same period total on the average 3.54 
per 1,000 population, or 14.5 per 1,000 fami- 
lies. Thus, homesites purchased were ap- 
proximately one-third greater in number 
than single family dwellings built, an indi- 
cation that, to the degree that materials can 
be had, demand for new building will con- 
tinue. 





Denver Eases Code Restric- 
tions for Emergency 


Denver, Coto., Jan. 5.—A proposed ordi- 
nance empowering the board of examiners 
and appeals of the city building department 
to set aside certain provisions of the city 
building code under limited conditions was 
passed this week by the Denver city council. 
The bill grants the board power to approve 
substitute materials and building methods 
while the present war emergency lasts. The 
chief city building inspector told the council 
that contractors are hesitating to start con- 
struction work because of the limited supply 
of materials obtainable. 





Reduction of 56 Percent in 
Varieties of Roofing 


Wasurncton, D. C., Jan. 6—A proposed 
simplified practice recommendation, designed 
to effect a 56 percent reduction in number 
of varieties of asphalt-prepared roofing and 
siding manufactured for stock, has been de- 
veloped in co-operation with the industry 
following a recent survey, which showed 
that, in the region east of the Rocky Moun- 
tains to which the proposed recommendation 
applies, more than 300 varieties were in cur- 
rent production. It is proposed to reduce 
the number to 133. Such a reduction, it is 
believed, will make it possible to increase 
production with existing facilities, to reduce 
inventories everywhere, and to save substan- 
tail quantities of raw material. Copies may 
be obtained from the Division of Simplified 
Practice, National Bureau of Standards, 
Washington, D. C. 
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Plans for Civilian Building Controls 


WasuHinoton, D. C., Jan. 6—While fur- 
ther restrictions on construction “for the 
duration” are under consideration in Wash- 
ington, there are indications that some 
assistance will be given to permit certain 
types of building activity. 

Non-essential construction is definitely 
out. However, serious consideration is being 
given to proposals to permit supplies of 
some scarce materials. 

With the lumber industry represented, the 
new building industry defense advisory com- 
mittee is consulting with the Office of Pro- 
duction Management on problems of the 
industry growing out of the intensification 
of the war effort, and, while it is recog- 
nized that the industry will be called on to 
make sacrifices, plans are under considera- 
tion for aid in fields such as building hard- 
ware, repair and maintenance and moderni- 
zation. 

There are two schools of thought in 
Washington relative to controls over civilian 
industry during war-time. One holds that 
rigid all-out controls should be immediately 
placed over particular industries, with re- 
laxation of the controls as conditions war- 
rant. The other school of thought would 
exercise control when particular problems 
are met. 

There are officials in Washington who de- 
sire to limit building activity to the extent 
that essential construction would be given 
the necessary materials, with a system of 
licensing to control all construction, while 
others hold that construction should be per- 
mitted where materials are available. One 
of the plans under consideration would per- 
mit construction using 2,500 pounds of 
metals per unit. It is pointed out in some 
quarters that this is a liberal allowance. It 
is indicated that the problem of obtaining 
nails and building hardware will be taken 


care of, although the means have not been 
definitely formulated. 


May Aid Civilian Modernization 


Some provision is also being considered 
to permit modernization. Modernization in 
Defense areas is not at issue, and it is indi- 
cated that some type of assistance may be 
accorded for modernization in non-Defense 
areas. It is likely that the amount of mate- 
rials allowed for modernization will be re- 
stricted, but that consideration will be given 
to areas where dislocations and unemploy- 
ment have occurred in the building trades. 

Various considerations have held up is- 
suance of extension of the repair and main- 
tenance order, but it is understood that 
orders are to be released granting priority 
aid for repair and maintenance of homes, 
apartment houses and office buildings. 


One of the aids extended to the construc- 
tion industry was the office of Production 
Management order granting priority assist- 
ance to some 70,000 privately-financed pri- 
vate dwellings partially completed on Oct. 9, 
1941. This order, known as Preference Rat- 
ing P-71, makes materials available to com- 
plete dwellings where foundations were in 
place on Oct. 9, and applies equally to 
smaller units and to apartment buildings. 
Another Defense development of interest to 
the industry is the program for insuring 
adequate quantities of plumbing, heating and 
electrical supplies. 

One of the effects of restrictions on pri- 
vate building during the emergency has been 
wider participation in public projects. The 
United States Housing Authority announces 
that there has been greater bidding activity, 
as well as a leveling off in prices. 

On recommendation of Coordinator of 
Defense Housing C. F. Palmer, President 





PAUL BUNYAN ENLISTS 


By Wilson Compton, Secretary and Manager, National Lumber Manu- 
facturers' Association 


The goal of the lumber industry during 
1941, when production reached a new high 
for recent years, was “Defense.” This year 
the saws will be humming a song of “Of- 
fense,’ and even greater production is to be 
anticipated. The industry is at battle- 
strength now. 

The job the industry did during the past 
year—meeting with its established equipment 
and manpower the extraordinary demands 
of the emergency—was in enormous volume. 
One item alone, the prompt delivery of 2,- 
137,000,000 board feet of lumber to build 
the cantonments, staggers the imagination 
—the biggest single carpentry job in Amer- 
ican history. 

Besides barracks, lumber has built for the 
Army laundries, hospitals, portable bridges, 
recreation centers, warehouses, laboratories, 
chapels, offices, mess halls, hangars, ship- 
ping crates, tank models, rifle stocks, ammu- 
nition boxes and unaccountable other items. 
For the Navy—ships, drydocks, shipyards. 
In addition to direct military use, thousands 
of new, lumber-built Defense factories went 


up, and 120,000 new houses for Defense 
workers. 

In meeting all these extraordinary de- 
mands “in a hurry,” no more than tempo- 
rary local shortages of normal supplies of 
lumber (and then only in a few grades and 
items for ordinary civilian use ) were exper- 
ienced during the past year. Nor was the 
industry neglecting to insure the perpetuation 
of timber crops for the future. 

Yet all this was only practice for what 
must be accomplished this year. It is im-- 
possible for any man to foresee what the 
demands will be for the forthcoming year, 
but it is safe to say that the pace will be 
greatly accelerated. No matter what the 
war needs of the nation and its allies, the 
industry can fill them promptly this war 
year—and with ample provision for the fu- 
ture. The industry is confident that no 
“bottlenecks” will occur this year. The for- 
ward planning and coordination of Defense 
buying of lumber and timber products has 
been much improved. “Paul Bunyan,” the 
great woodsman of American forest lore, 
will run his saws faster in 1942. 
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Are Considered 


Roosevelt has determined that a need exists 
for 465 homes for families of individual 
Defense workers and enlisted personnel in 
Hartford, Conn. In addition, the President 
approved provision of temporary accommo- 
dations for 200 families in Burns City, Ind., 
and Jacksonville, N. C. Also he approved 
1,550 demountable units in four localities, 
as follows: Jackson-Flora, Miss., 350 
units; Alton-E. Alton, IIl., 200; Springfield, 
O., 250, and Dayton, O., 750. 

Defense housing contracts were awarded 
for 54 units at Sparrows Point, Md., to 
Samuel Plato, of Louisville, Ky. at an esti- 
mated cost of $218,100, and for 60 units at 
St. Charles, Mo., to the Stephens-Brown 
Co., of Kansas City, Mo., at an estimated 
cost of $235,300. A contract was also 
awarded for a low-rent housing project in 
Augusta, Ga., consisting of 88 units and a 
community building, to H. L. Coble, of 
Greensboro, N. C., at an estimated cost of 
$285,583. 





Forests Fully Able to Supply 
Needs of Nation at War 


WasuinctTon, D. C., Dec. 23—A year- 
end survey of the capacity of American for- 
ests disclosed that, despite the coming 
year’s war-time increase in requirements for 
all forms of forest products, timber re- 
sources in this country will be more than 
able to supply the nation’s needs. Accord- 
ing to I. N. Tate, president of American 
Forest Products Industries (Inc.), the for- 
est products industries will face in 1942 
the “heaviest production responsibility in 
their history,” but are confident “there will 
be no shortage.” 

Mr. Tate’s year-end statement continued: 
“In estimating 1942 demands for lumber, 
plywood, plupwood, and other forest prod- 
ucts, the fact must be recognized that they 
will be used in many ways to relieve the 
war-time strain on critical materials—espe- 
cially the metals. Forest products will not 
build a field gun or a tank, but wider use 
in Defense industry is releasing materials 
indispensable for actual fighting tools. More 
than 1,000,000 men are trained to work in 
wood. No time-consuming plant expansion 
or re-tooling is necessary in applying for- 
est products to war-time needs. The list 
of ways in which forest products will save 
critical materials is virtually endless. Tech- 
nological and engineering improvements are 
a factor spurring the use of forest products 
as substitutes for metals. One example is the 
current widespread employment of a metal 
“connector’—weighing only a few ounces— 
as a means of so joining wood members in 
beans and trusses as to make them capable 
of bearing loads previously entrusted only 
to steel. 

“Fortunately, the unusual drain on forest 
resources is one which can and will be re- 
placed. Every year for more than two de- 
cades increasing numbers of forest owners 
have been applying principles of scientific 
reforestation. Seed trees are being left and 
nillicns of new seedlings are being trans- 
planted from nurseries to cut-over land; 
more important, forest owners and_ public 
agencies are combining to protect growing 
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forests from their greatest hazard—FIRE. 
\s a result, the production of these new for- 
ests is being accelerated at such a rate that 
new growth in 1941 approached 12,000,000,- 
000 cubic feet, nearly balancing the amount 
used. While the forest products industries 
will continue their program of reforestation, 
fire control, disease control, and research 
activities, nothing will be left undone to co- 
operate to the full in Defense efforts and 
civilian needs.” 





New Public Works 


Wasuincton, D. C., Jan. 4.—Presidential 
approval of 21 additional DPW war projects 
was announced by Federal Works Adminis- 
trator Philip B. Fleming. Eleven are con- 
struction projects; the remaining ten are 
for the maintenance and operation of schools. 
The total estimated cost is $3,386,518. De- 
tails of the construction projects follow: 


CALIFORNIA, San Diego, sewerage fa- 
cilities; cost, $881,200; Federal construc- 
tion, $881,200. MARYLAND, five towns in 
Prince Georges County, elementary school 
facilities; cost, $520,000; grant, $222,000. 
MASSACHUSETTS, City of Fall River, 
concrete water line; cost, $410,365; 
grant, $246,219. MISSISSIPPI, Hatties- 
burg, health center; cost, $22,100; grant, 
$11,000. TEXAS, El Paso, sewer facilities; 
cost, $160,000; grant, $100,000. CALI- 
FORNIA, Los Angeles, hospital equip- 
ment; cost, $194,000; grant, $194,000. CON- 
NECTICUT, East Hartford, water facili- 


ties; cost, $71,000; Federal construction, 
$71,000. FLORIDA, Orlando, garbage in- 
cinerator; cost, $132,250; grant, $91,750. 


KENTUCKY, Louisville, garbage disposal; 
cost, $114,600; grant, $57,300. VIRGINIA, 
Arlington County, water facilities; cost, 
$587,000; Federal construction, $587,000. 
SOUTH CAROLINA, Spartanburg, sewer- 
age facilities; cost, $217,233; grant, $84,100. 





Regional Public Works Offices 
Reduced to Seven 


WasuinorTon, D. C., Jan. 5.—Reorganiza- 
tion of the Defense Public Works Regional 
Offices, reducing the number from eleven to 
seven, and expanding, with one exception, 
the regional areas, will be completed and 
functioning on Jan. 2, Col. M. E. Gilmore, 
director, Defense Public Works Division, 
FW A, announced. The regional offices will 
continue to receive new applications and re- 
main the immediate contact between appli- 
cants and the Defense Public Works Divi- 
sion of the Federal Works Agency. DPW 
regional offices will also be the construction 
agents for Federally built waterworks, sew- 
erage systems and other projects, with the 
exception of Federally constructed schools, 
hospitals and health buildings built by the 
Public Buildings Administration of FWA, 
and recreation centers under construction by 
the Army Engineers. The seven new re- 
gions, the Regional Directors, the addresses 
of the offices and the States served are as 
follows: 

Region 1—James A. McConnell, 2 La- 
fayette Street, New York, N. Y.—Maine, 
New Hampshire, Vermont, Massachusetts, 


Rhode Island, Connecticut, New York, 
Pennsylvania and New Jersey. 





Region 2—C. L. Vickers, Room 606, State 
Planters Bank Building, 904 East Main 
Street, Richmond, Va.—Delaware, Mary- 





land, West Virginia, Virginia, North Caro- 
lina and the District of Columbia. 

Region 3—Lester M. Marx, 22 Marietta 
Street Building Atlanta, Ga.—South Caro- 
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lina, Tennessee, Georgia, Alabama, Missis- 
sippi and Florida. 

Region 4—George F. Harley, 801 Electric 
Building, Fort Worth, Tex.—Arkansas, 
Louisiana, Oklahoma and Texas. 

Region 5—David R. Kennicott, Room 
1901, 20 North Wacker Drive, Chicago, Ill. 
—Ohio, Kentucky, Michigan, Indiana, Illi- 
nois, Wisconsin, Minnesota, Iowa, Missouri, 
Kansas, Nebraska, South Dakota and North 
Dakota. 

Region 6—Wright L. Felt, 1107 Conti- 
nental Building, 408 South Spring Street, 
Los Angeles, Calif.—Colorado, New Mexico, 
Utah, Arizona, Nevada and California. 


Region 7—L. R. Durkee, 511 Alaska 
Buiiding, 618 Second Avenue, Seattle, 
Wash.—Washington, Oregon, Idaho, Mon- 


cana and Wyoming. 





Southern Pine to Confer on 
Tire Supply 


New Or.eans, La., Jan. 5.—One of the 
purposes constituting obligibility for tire 
purchases is the “transportation of material 
and equipment for the construction and 
maintenance of production facilities,” says 





GET IN THE SCRAP! 


In this shooting war our planes, 
tanks, ships and guns have an enor- 
mous appetite for metal. This 
appetite must be satisfied. 

The drain on our raw materials 
must be supplemented in every 
way possible. Most important at 
this time is the quick return to the 
market of every pound of scrap 
metal we can find. 

Obsolete machinery, old boilers, 
old gears, pulleys, discontinued 
patterns, molds, scraps of rods and 
bars and other steel shapes can be 
found lying around thousands of 
shops and factories. 

Don't think because you only 
find a hundred pounds or so that 
it is not important. Get it all 
gathered up and sold back into 
the market—by the pound, the ton 
or carload. 

Your country needs it! 


WILLIAM S. KNUDSEN, 
Director General, 
Office of Production Management 





the Southern Pine Emergency Defense Com- 
mittee, in a bulletin to members. 

However, there is a provision in supple- 
mentary order No. M-15-c, which delegates 
authority to the Office of Price Administra- 
tion for the control of the rationing of tires, 
to the effect that “nothing in the order shall 
prevent any person from selling new tires, 
casings or tubes (without certificate) to or 
for the account of any person holding an 
A-3 or higher preference rating for such new 
rubber tires, casings or tubes issued on a 
PD-3 certificate: Provided, That the person 
holding such preference rating shall also 
possess a signed statement from the official 
who countersigned such PD-3 certificate, to 
the effect that the vehicle on which the new 
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rubber tires, casings, or tubes are to be used, 
was, during the six months’ period preceding 
the issuance of the statement, engaged to the 
extent of 75 percent or more in work done 
for the Army or Navy of the United States.” 
Under the regulations, the boards may issue 
certificates only to applicants who show that 
the vehicle on which the new tire or tube is 
to be mounted cannot be replaced by a 
vehicle owned or operated by or subject to 
the control of the applicant, which is 
equipped with serviceable tires and tubes and 
which is not fully employed for one or more 
of the purposes which constitute an eligible 
vehicle. 

At this time when the outlook indicates a 
need for all possible lumber production, any 
delay or inability in securing replacements 
of log or lumber truck tires and tubes will, 
of course, put such trucks out of commis- 
sion and cause a loss of production facilities 
at a time when full production is needed, 
says the bulletin. The committee’s priorities 
division is therefore already checking in 
Washington to ascertain the extent to which 
A-3 preference ratings may be granted to 
southern pine manufacturers and whether or 
not the requirement of 75 percent or more 
in the use of trucks during the past six 
months for Army and Navy orders may be 
reduced or waived, in view of the fact that 
during the previous six months a compara- 
tive lag in Defense lumber requirements 
would probably prevent nearly all manufac- 
turers from qualifying. On any applications 
for A-3 preference ratings full information 
should be furnished as to the Army or Navy 
projects for which the manufacturer has 
orders and the approximate percentages of 
his production which have gone into De- 
fense requirements during the last six 
months of 1941. Wednesday evening, Jan. 
7, a meeting is to be held at New Orleans 
to discuss this problem. 


Who Can Obtain Tires? 


WasuHIncTon, D. C., Jan. 6.—New tires 
for trucks used in the transportation of cer- 
tain construction equipment are being made 
available under the rationing of new rubber 
tires, casings and tubes. 

Specifically mentioned as eligible for tires, 
casings and tubes are trucks operated for 
the following purposes: (1) transportation 
of material and equipment for the building 
and maintenance of public roads; (2) trans- 
portation of material and equipment for the 
construction and maintenance of public utili- 
ties; (3) transportation of material and 
equipment for the construction and mainte- 
nance of production facilities; transportation 
of material and equipment for the construc- 
tion of Defense housing facilities and mili- 
tary and naval establishments; transporta- 
tion essential to render roofing, plumbing, 
heating and electrical repair services. 

It is also provided that eligible under the 
plan, is industrial, mining and construction 
equipment, other than automobiles or trucks, 
for the operation of which rubber tires, cas- 
ings or tubes are essential. 

The rationing plan does not include the 
issuance of tires for transportation of mate- 
rials for construction and maintenance other 
than that specifically mentioned 

However. OPA Administrator Leon Hen- 
derson, who is in charge of rationing, has 
indicated that rubber for retreading of tires 
for civilian uses will be available. 








50 


Amemcanfiumherman 


January 10, 1942 


Associations’ Plans and Activities 


Kentucky Association Presents 
Outstanding Speakers 

LEBANON, Ky., Jan. 7.—In a special wire 
to the AMERICAN LUMBERMAN, Don Camp- 
bell, secretary, Kentucky Retail Lumber 
Dealers’ Association, announces the follow- 
ing, among others, as speakers for the asso- 
ciation’s annual meeting, which will be held 
Jan. 20-22 at the Brown Hotel in Louisville : 

“Peter A. Stone, price executive lumber 
and building materials section of OPA, will 
deliver his message ‘The Retail Lumber 
Dealers Part in Price Administration,’ to 
the retail dealers of the country from our 
convention platform January 21. Kenneth 
Downs, INS correspondent, head of their 
Paris office since ’37, arriving in this country 
January 10, is booked for a talk on ‘The 
New World Order’.” 

Both men are outstanding in their respec- 
tive fields and should do much to add to 
the interest and knowledge of those attending 
the convention, 





Mississippi Valley Salesmen Elect 
Officers 


MINNEAPOLIS, MINN., Jan. 5.—At the 
fifty-first annual convention of the Missis- 
sippi Valley Lumber and Sash and Door 
Salesmen’s Association held at the Hotel 
Radisson here Dec. 30, T. P. Bonner was 
elected president to succeed T. T. Jones. 
EK. E. Bach was chosen vice president to 
succeed Mr. Bonner. F. B. Anderson con- 
tinues as secretary and T. M. Partridge 
as treasurer. 





Southwestern Announces Plans for 
Fifty-fourth Annual 


Kansas City, Mo., Jan. 7—Among the 
speakers who will address the Southwest- 
ern’s Fifty-Fourth annual to be held Jan. 
28-30 at the Municipal Auditorium here, 
will be: Charles M. Hines, of the Edward 
Hines Lumber Co., Chicago; Arthur A. 
Hood, from Johns-Manville, New York 
City; G. H. Zimmerman, of Wm. Cameron 
& Co. (Inc.), Waco, Texas; Don Ross, of 
Successful Farming, Des Moines, Iowa; 
Roy Wenzlick, Real Estate Analysts (Inc.), 
St. Louis; O. G. Hughson, Boy’s Builder 
Clubs, and Frank E. Tyler, the association 
counselor. 

One of the outstanding features of the con- 
vention will be a dealers’ clinic. Members 
of the association have been asked to send 
in a list of questions they wish answered 
at this session. Representatives of Govern- 
mental agencies, men of responsibility with 
the sales departments of steel products, lum- 
ber and other building materials will un- 
dertake to supply the answers to the ques- 
tions submitted. R. L. Sweet, of the R. L. 
Sweet Lumber Co., Kansas City, Mo., will 
direct the discussions. Probably at no time 
during recent years have as many questions 
arisen in the conduct of business. The men 
selected to take a part in this portion of the 
program are especially equipped to give up- 
to-date information. 

A high spot of the convention will be a 


big party, which will be held on the arena 
floor of the Municipal Auditorium, with a 
grand patriotic finale. 

Since the tire rationing program has gone 
into effect, dealers are being encouraged to 
make the trip to Kansas City by rail. This 
means that in many respects this convention 
will be like the gatherings held some twenty 
years ago, before hard-surfaced roads had 
been built and popular-priced automobiles 
were available. 

The space already contracted by exhibitors 
gives assurance that the exposition of new 
and proven building materials will be a very 
important feature of the convention. 





lowa Association Prepares 
Unusual Exhibit 


Des Moines, Iowa, Jan. 5.—Iowa’s Ninth 
Annual Merchandising Clinic and Building 
Material Exposition will be held in the Des 
Moines Coliseum, here, Feb. 4, 5, 6. The 
building material exposition will be the 
largest Iowa lumber dealers have witnessed, 
as many new concerns will be represented 
as exhibitors. Exhibits will comprise lum- 
ber, building materials, farm building equip- 
ment, office equipment, builders hardware, 
finance companies, plan service companies, 
heating equipment, manufacturers’ associa- 
tions and other organizations and products. 

Some of the important subjects on the 
business program will be: farm building 
construction, and the importance of “utility- 
multiple-use” of farm buildings in connection 
with Secretary of Agriculture Wickard’s 
food expansion program; the substitution of 
materials to replace materials named on the 
“OPM « critical list’; the part Iowa farmers 
will play in the food expansion program and 
how the dealers fit into the picture; what 
effect the war will have on building in 
agricultural areas; the financing of struc- 
tures in Defense areas, and other subjects 
of equal importance. In view of the fact 
that architects, contractors and builders are 
also vitally interested in building, dealers 
are requested to bring their architects and 
builders with them to the clinic. 

The Iowa Ladies Auxiliary comprised of 
three or four hundred ladies will have their 
own special business program. The Iowa 
Hoo-Hoo Club will hold its Annual Ban- 
quet, Show and Concatenation on Feb. 4, 
Savery Hotel, Des Moines. 





Western Pine Industry Pledges 
All-Out Aid 


PortLAND, Ore., Jan. 3.—Recently the 
Western Pine industry wired President 
Roosevelt its full support in all-out war 
and Defense. The members of the Western 
Pine Association are prepared to back that 
up with results. Such is revealed in a 
statement by the association, just issued 
from its headquarters at Portland, which 
pledges full effort to meet Federal needs 
and forecasts larger production for the first 
quarter of this year. 

The statement follows in part: “The 
first objective of the Western Pine indus- 


try during 1942 will be to meet all of the 
war-time requirements for its products. De- 
spite the necessary curtailment in normal 
civilian construction, it is now generally pre- 
dicted that the lumber demand during 1942 
will equal if not exceed, that for 1941. The 
Western Pine industry must expect in- 
creased demand for fruit, vegetable and can- 
nery shook, for ammunition, shell, and other 
military containers, for army and_ indus- 
trial construction, as well as continuing 
requirements for Defense housing, remodel- 
ing, farm construction, and necessary private 
building. 

“Preliminary figures indicate that the 
Western Pine industry, during 1941, pro- 
duced 5928 million feet, an all-time high 
which exceeded the year 1940 by 14 percent 
and the previous peak year of 1929 by 13.6 
percent. 

“Based on general predictions and all 
other available information concerning the 
probable use of our products, it is now ex- 
pected that during the first quarter of 1942 
the consumption (shipments) of Western 
Pine lumber will be about 1253 million feet. 
This would mean a volume of shipments 173 
million feet, or 12 percent, less than during 
the fourth quarter of 1941 and 54 million 
feet or 414 percent, more than the first 
quarter of 1941. In presenting this fore- 
cast, the many complex factors involved 
have been carefully weighed but unforeseen 
developments of the present emergency can 
be evaluated only as these are apparent.” 





American Foresters Meet 
in Florida 

JACKSONVILLE, FLa., Jan. 5—While Amer- 
ica at war had its effect on the deliberations 
of delegates attending the forty-first annual 
convention of the Society of American For- 
esters here recently, national foresters and 
others making up the membership of the 
society went about the business of planning 
for the future, recognizing that war with its 
devastation will bring new and more de- 
mands for lumber for replacements and re- 
building. 

The new order of things probably is well 
exemplified in the program of the meeting 
itself; some topics discussed were: “Inter- 
American Forestry,” “Closer Relations in 
the Western Hemisphere,” “Forest Re- 
sources of Venezuela,” “Tropical Forest Re- 
search,” and “Factors Affecting the Utiliza- 
tion of Latin American Timbers.” 

At the banquet the opening night of the 
convention G. H. Collingwood of the Na- 
tional Lumber Manufacturers’ Association, 
Washington, D. C., took as the subject of 
his address, “A Plea for Professional Cour- 
age,” and pointed to the manifold ramifica- 
tions of forestry which have carried the 
profession far from that of a “woodsman.” 
“Early foresters were in truth woodsmen 
and all agree that one is a better forester 
for being a woodsman,” he declared but 


added “that modern science has brought mod- 
ernity to forestry so that today it includes 
practical application of many of the sciences 
such as botany, chemistry, geology, entomol- 
ogy, engineering and others.” Forest insur- 
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ance, similar to crop insurance for wheat 
ind cotton growers was discussed by Cecil 
\. Johnson, assistant manager, Federal Crop 
[Insurance Corporation. 

One entire day was given over to a field 
trip during which delegates visited the Na- 
tional experimental forest at Olustee and 
Osceola National Forest. 





Builders Committee Will Meet 
in Washington, D. C. 


A meeting of the Home Builders Emer- 
rency Committee, representing the home 
suilding industry, has been called for Jan. 15 
it the Mayflower Hotel, Washington, D. C., 
Chairman Hugh Potter, Houston, Tex., an- 
nounces. The committee, in which are co- 
operating the Home Builders Institute of 
\merica, the National Association of Real 
I:state Boards and other groups in the home 
building field, will have before it the whole 
present problem of insuring quick and sure 
production by private enterprise of dwellings 
now urgently needed by Defense workers. 
It will confer with officials of the Govern- 
ment as to measures which might be taken. 


The committee further has before it the 
whole great question of civilian home 
building. 


The committee has recommended for the 
war period changes in Title VI of the FHA 
act, either by legislation or by administrative 
revisions, and modification of FHA valuation 
policy to take into account existing cost 
levels, 





Willamette Valley Lumbermen 
Hold Monthly Meeting 


EUGENE, OreE., Jan. 5.—The_ regular 
monthly meeting of the Willamette Valley 
l.umbermen’s Association was held at the 
Osburn Hotel in Eugene recently with Pres- 
ident F. A. Graham presiding. 

Howard Merriman, Lane County Co- 
ordinator for National Defense, Judge Clin- 
ton Hurd, Chairman Lane County Defense 
Council, Chas. Tillman, Chairman of Mr. 
Merriman’s Advisory Committee, and John 
Snellstrom, member of Governor Sprague’s 
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Defense Council, presented the various prob- 
lems in connection with air raid blackouts 
and particularly the industry problem of 
control of refuse burners and slash wood 
fires during the blackout. 

Geo. Gerlinger, chairman of the Traffic 
Committee reported on the railroad’s appli- 
cation with the Interstate Commerce Com- 
mission for a 10 percent increase in exist- 
ing lumber rates. 

Warren Tilton, chairman of the Indus- 
try committee on the new truck rate law 
passed by the State Legislature in 1941, ex- 
plained the numerous hearings which had 
been held throughout Western Oregon 
by the Public Utilities Commissioner and 
which were attended by himself and the 
Association Counsel, W. C. McCulloch. 
Colis Johnson, president of the Interstate 
Tractor and Supply Co., Portland, told those 
present about his recent visit with OPM 
and other officials in Washington on the 
subject of priorities on critical materials 
used in the lumber industry. Harris Smith, 
auditor of the West Coast Lumbermen’s As- 
sociation, and who has charge of priority 
work for the industry members, explained 
the accomplishments to date in cooperation 
with Ben Ellis of the National Lumber Man- 
ufacturers’ Association with regard to the 
same subject. 





West Coast Lumbermen Send 
Novel Greeting 


SEATTLE, WaAsH., Jan. 6—An_ unusual 
Christmas greeting was sent out ‘by the 
West Coast Lumbermen’s Association in 
the form of a packet of 25 Douglas fir seeds, 
with the following statement: 

“The little envelope stapled in the left 
corner [of the page] contains some 25 Doug- 
las fir seeds, a token of the season from 
West Coast forest industry. You can grow 
your own future Christmas trees from them. 
Appended are directions which will enable 
you to make a home-garden tree plot on 
the pattern and method followed by the 
foresters of the West Coast Forest Indus- 
try Tree Nursery, in their growing of 





Display in the show- 
rooms of the Denver 
Lumber Co., Denver, 
Colo. Showing the 
"Uni-Glide" window 
unit and ''Glide- 
Away" sliding door 
unit, both manufac- 
tured by the Rock 
Island Sash & Door 
Works, Rock Island, 
lll. The door and 
frame are used pri- 
marily with a 2x4 stud 
wall partition, both 
sides of which are 
lathed and plastered 
or covered with wall 
board. The display is 
cut-away to show con- 
struction details. The 
door hanger is built 
into the head jamb 
and permits easy, 
noiseless sliding 
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5,000,000 seedlings a year for planting on 
lands in private ownership. 

“The Sons of the American Legion are 
growing trees. Public school forestry classes 
are growing trees. Boy Scout troops and 
4-H Clubs are growing trees. The States 
of Washington and Oregon are growing 
trees. Forest industry is growing trees as 
‘part of the business.’ Will you join us?” 





_ _ 
Coming Conventions 
12-14—-Nebraska Lumber Merchants’ 

Association, City Auditorium, Omaha, 
Nebr. Annual. 

Jan. 13-15—Carolina Lumber & Building 
Supply Association (Inc.), Jefferson Ho- 
tel, Columbia, S. C. Annual. 

Jan. 13-15—Middle Atlantic Lumbermen’s 
Association, Bellevue - Stratford Hotel, 
Philadelphia, Pa. Annual. 

Jan. 13-15—Indiana Lumber and Builders’ 
Supply Association, Murat Temple, In- 


Jan. 


dianapolis, Ind. Annual. 

Jan. 15-16—Northeastern Lumber Manu- 
facturers’ Association, Parker House, 
Boston, Mass. Annual. 


Jan. 20-22—Kentucky Retail Lumber Deal- 
ers’ Association, Brown Hotel, Louis- 
ville, Ky. Annual. 

Jan. 20-22—-Northwestern Lumbermen’s 
Association, Minneapolis Municipal Audi- 
torium, Minneavolis, Minn. Annual. 

Jan. 23—Indiana Hardwood Lumbermen’s 
Association, Severin Hotel, Indianapolis, 
Ind. Annual. 

Jan. 27—Intercoastal Lumber Distributors’ 
Association, National Republican Club, 
New York, N. Y., at 12:00 noon. Annual. 

Jan. 27-29—American Wood Preservers’ 
Association, Nicollet Hotel, Minneapolis, 
Minn. Annual. 

Jan. 27-29—Northeastern Retail Lumber- 
men’s Association, Hotel Pennsylvania, 
New York, N. Y. Annual. 

Jan. 27-30—Ohio Association of Retail 
Lumber Dealers, Hotel Cleveland, Cleve- 
land, Ohio. Annual. 

Jan. 28-30—Southwestern Lumbermen’s As- 
sociation, Municipal Auditorium, Kansas 
City. Mo. Annual. 

Jan. 30—West Coast Lumbermen’s Associa- 
tion, Portland Hotel, Portland, Ore. An- 
nual. 

Feb. 3-5—Michigan Retail Lumber Dealers’ 
Association, Book-Cadillac Hotel, De- 
troit, Mich. Annual. 


Feb. 4-6—Lumber Dealers’ Association of 
Western Pennsylvania, William Penn 
Hotel, Pittsburgh, Pa. Annual. 


Feb. 4-6—Jowa Retail Lumbermen’s Asso- 
ciation, Des Moines Coliseum, Des 
Moines, Iowa. Ninth Annual Building 
Material Exposition and Merchandising 
Clinic. 

Feb. 8-10—West Virginia Lumber & Build- 
ers’ Supply Dealers’ Association, McClure 
Hotel, Wheeling, W. Va. Annual. 

Feb. 9-11—Canadian Lumbermen’s Asso- 
ciation, Mount Royal Hotel, Montreal, 
Que. Annual. 

Feb. 10-12—Illinois Lumber and Material 
Dealers’ Association, Stevens Hotel, Chi- 
cago. Annual. 

Feb. 17-19—Wisconsin Retail Lumbermen’s 
Association, Milwaukee Auditorium, Mil- 
waukee, Wis. Annual. 

Feb. 19-20—Tennessee Lumber Millwork 
and Supply Dealers’ Association, Hermit- 
age Hotel, Nashville, Tenn. Annual. 

Feb. 19-21—Western Retail Lumbermen’s 
Association, Davenport Hotel, Spokane, 
Wash. Annual. 

Feb. 19-21—Ontario Retail Lumber Deal- 
ers’ Association, Royal York Hotel, To- 
ronto, Ont. Annual. 

Feb. 24—Northern Indiana and Southern 
Michigan Retail Lumber Dealers’ Asso- 
ciation, Indiana Club, South Bend, Ind. 
Annual. 

Feb. 26-27—Southwestern Iowa Retail 
Lumbermen’s Association, Chieftain 
Hotel, Council Bluffs, Iowa. Annual. 

Feb. 26-27—Virginia Building Material As- 
sociation, Roanoke Hotel, Roanoke, Va. 
Annual. Also, Roanoke National Home 

Show, Feb. 24-27. 
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Newsy Notes of Persons and Places 


and OFFICE 








Daniel J. Young, Wheeler Osgood Sales 
Corp., who is convalescing from a long ill- 
ness, has been appointed by Mayor Harry 
P. Cain of Tacoma, Wash., as a member of 
a committee of prominent Tacoma citizens 
to investigate the housing and rental situa- 
tion in that city. 


Denald E. Tenney, of the Tenney Lumber 
Co. (Inc.), East Aurora, N. Y., is spending 
the winter in Florica. H. Morton Jones, 
president of the R. T. Jones Lumber Co. 
(Inc), North Tonawanda, N. Y., is taking 
a three weeks’ vacation at his winter home 
in Miami Beach, Fla. 


The Southern Lumber Co. of San Jose, 
Calif., in cooperation with the San Jose 
Evening News, has erected the first of what 
is expected to be a series of covered benches 
for soldiers awaiting a ride back to camp. 
A reader of the newspaper suggested that 
covered shelters be erected along roads lead- 
ing toward cities and army camps to afford 
a rest stop for men in uniform. 


Dan Schloss, Baltimore Lumber Co., of 
Baltimore, Md., started on a trip to the West 
coast recently and expected to cover a num- 
ber of the important lumber producing cen- 
ters in that region. He was headed first for 
Spokane, Wash., and from there intended 
to make side trips, getting in touch with 
large producers and placing orders to take 
care of the business coming in. The swing 
is likely to cover at least three weeks. 


Hugh P. Brady, wholesaler at Seattle, 
Wash., accompanied by Mrs. Brady. arrived 
in New York to enjoy the holiday festivities 
with friends. They moved on to Boston on 
Jan. 7 to call upon their daughter Cornelia, 
a student at Pine Manor School in Welles- 
ley, and for a visit with the family of Hor- 
ace A. Bailey in Reading, Mass. The Brady 
office in Seattle and Bailey & Delano Lum- 
ber Co. in Boston cooperate closely in movy- 
ing supplies of West Coast lumber by rail 
to the Eastern buyers. 


J. P. Weyerhaerser, Jr., of Tacoma, 
Wash., Weyerhaeuser Timber Co., has ‘ust 
been notified that he has been appointed to a 
seven-member advisory committee of the 
American Red Cross in the state of Wash- 
ington. The committee, composed of lead- 
ing business men and_ industrialists, was 
named by Norman H. Davis, chairman of 
the national Red Cross organization, to 
advise various Washington chapters in con- 
nection with their Red Cross war fund cam- 
paigns. 


When he learned that his two sons were 
missing in action with the United States 
Navy following the Japanese bombing of 
Pearl Harbor, Walter David Bromley, 51, 
a sawyer employed by the Northwest Door 
Co. (Inc.), Tacoma, Wash., immediately 
applied for enlistment in the Navy himse'f. 
He was accepted and was ordered to report 
for duty the day after Christmas. The two 
boys that preceded their father into the serv- 
ice were George, 20 and James, 24. George 


joined the navy at the age of 17 and served 
in the signal corps. James had been in the 
navy less than two years. 


At least one former prominent Pacific 
Northwest Ixmberman had a front row seat 
when the Japanese bombed Pearl Harbor 
December 7. He was Adolph Eloom, who 
resigned several weeks ago as manager of 
the Pacific Log Scaling Bureau, Tacoma, 
Wash., when called to active duty as a 
lieutenant commander in the United States 
Navy. <A_ letter received here recently 
by his wife and little daughter said that 
Lieut. Comm. Bloom arrived at Pearl Har- 
bor ten days before the air attack and that 
he was at his post at the entrance to Pearl 
Harbor when the attack came. Lieut. Comm. 
Bloom served as an officer in the United 
States Navy during World War No. 1. 





Prominent Lumberman Appointed 
to Diplomatic Post 
MINNEAPOLIS, MINN., Jan. 6.—David J. 
Winton, vice president of the Winton Lum- 
her Sales Co., has been nominated by Presi- 
dent Roosevelt to be 
the first United 
States minister to 

New Zealand. 

The son of the late 
Charles J. Winton, 
pioneer Minnesota 





D. J. WINTON, 


Winton Lumber 
Sales Co., 


U. S. Minister 





lumberman, Mr. 
Winton left Prince- 
ton university to en- 
list in the American 
ambulance service in 
1917. He transferred 
to the American 
army tank corps when the United States 
entered the war. He was wounded in the 
Argonne, and later awarded the Distin- 
guished Service Cross. After the war he 
went to the In'and Empire to kecome asso- 
ciated with the Winton interests, and lived 
for some time at Coeur d’Alene, Idaho, and 
at Rose Lake, Idaho. 





Lumbermen Revive Sport of 
Buffalo Hunting 
PitrspurGH, Pa., Jan. 7.—The Babcock 
Lumber Co. of Pittsburgh recently staged a 
real ‘Western Thriler,” featured by a wild 
buffalo hunt, on its 18,000 acre preserve on 
the crest of the Allegheny Mountains, 99 

miles east of the Smoky City. 

Years ago, E. V. Ba'cock, president of 
the company which hears his name, imported 
wild buffalo to roam the mountains near 
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Windber, Pa., locale of the company’s first 
operations. Recently he invited a group of 
lumbermen and friends to a rejuvenation of 
the extinct sport of buffalo hunting. The 
party consisted of C. W. Bodge, of C. W. 
Bodge Lumber Co.; Dr. F. D. Leopold; 
G. E. Todd, all of Buffalo, N. Y.; F. B. 
Morey of Georgian Bay Lumber Co. (Inc.), 
North Tonawanda, N. Y.; H. A. Miler of 
Pittsburgh and C. M. Paumgardner of 
Windber, Pa. 

After tracking for many hours, a pair of 
the monsters were seen descending a hillside. 
Mr. Bodge, Mr. Morey and Mr. Todd took 
a bead on the larger, and at the first last, 
the animal bowed to the accuracy of their 
aim, the missile having severed the spinal 
column. The prize weighed 1,800 pounds. 

Each member of the party also bagged a 
deer. 





Farm-Home Week Scheduled for 
Minnesota School 


St. Pau, M1nn., Jan. 7—The Depart- 
ment of Agriculture of the University of 
Minnesota will conduct its forty-second an- 
nual Farm and Home Week Jan. 19-24, 
Governor Harold E. Stassen of Minnesota 
and Boake Carter, radio commentator, will 
be among the speakers. Classes will be con- 
ducted on farm problems. C. H. Christ- 
opherson will speak on “Using Insulating 
Material on the Farm,” Charles White on 
“Farm Building Construction with Home 
Sawed Hardwoods,” C. K. Otis on “New 
Problems with Silos,” and H. B. White 
on “Ventilation of Farm Buildings.” “A 
Refrigerator for Home Storage of Frozen 
Foods” and “Iluorescent Lighting on the 
Farm” will be other subjects of discussion. 





Retail Yard Changes 


Pritron, Oxria.—Harris Love, formerly 
of Tulsa, Okla., is the new manager of the 
Long-Bell Lumber Co. here. He has heen 
with the company for about five years. 


KANKAKEF, ILt.—Harold Meents has been 
appointed manager of the Rollins Grain & 
Lumber Co. of Kankakee. Previous to this 
appointment he had been the manager of a 
lumber yard in Villa Grove, Ill., for about 
five years, 

Pryor, Oxita.—Antrim Lumber Co. an- 
nounces the appointment of Scott McGill, 
formerly of Kiowa, Ok!a., as the manager 
of its new yard here. 





New Lumber Distributing 
Company Established 


Recently announced is the resignation of 
George C. Robson as sales manager of the 
Menominee Indian Mills, Neopit, Wis. Mr. 
Robson is establishing a distributing com- 
pany for northern hardwoods, hemlock and 
pine in Appleton, Wis., to be known as the 
Geo. C. Robson Lumber Co. He is offering 
his services as a distributor to industrial and 
factory trade and to retail lumber dealers. 

As mill connections are established, south- 
ern hardwoods, yellow pine, fir and western 
pine will be handled by the Robson company. 
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Among Lumbermen’s Clubs 


Baltimore-Washington Meeting 
Stresses Cooperation 


BaLtimorE, Mp., Jan. 6.—The monthly 
meeting of the Baltimore and Washington 
lumber Sales Club, held last evening in the 
Longfellow Hotel here was one of the most 
largely attended in the history of the or- 
eanization, with members present from many 
nearby cities. The keynote of the talks was 
that confidence and cooperation should be 
maintained by the membership, and_ that 
every effort should be devoted to mainte- 
nance of business conditions on a plane of 
‘ooperation. To lend further emphasis to 
the pleas of cooperation, the club voted to 
invest as much of its funds as feasible in 
the purchase of Defense bonds. 





Tacoma Club Announces New 
Meeting Place 

Tacoma, WaAsH., Jan. 7—The Tacoma 
LLumbermen’s Club beginning with the New 
Year will hold their regular Friday noon 
luncheons at the Tacoma club on the six- 
teenth floor of the Washington Bldg. All 
visiting lumermen are cordially invited to 
visit these noon meetings. Paul Smith, sales 
manager of the Wheeler Osgood Sales Corp., 
Tacoma, is the new president of the Tacoma 
Lumbermen’s Club. This group of lumber- 
men, representing all branches of the indus- 
try in Tacoma and one of the most active 
organizations of its kind in America, has 
held its weekly meetings at the Winthrop 
Hotel for many years and Mr. Smith, in 
making announcement of the change of 
meeting place, wishes to emphasize the fact 
that there has been no dissatisfaction with 
the service or treatment received from the 
hotel. On the contrary the club highly ap- 
preciates the fine cooperation and service it 
has received from the hotel. 





Baltimore Group Has First 
Meeting of Year 


3ALTIMORE, Mp. Jan. 5.—The managing 
committee of the Baltimore Lumber Ex- 
change, holding its first monthly meeting in 
the Merchants’ Club this afternoon, went 
over the regular reports, and discussed the 
expediency of continuing the advertisements 
designed to bring the attention of the or- 
ganization to the importance and value of 
membership to the group, and then referred 
the matter to the respective committee. 

President Appel occupied the chair and 
in the absence of the secretary, Ivan Brent, 
Mr. Sack kept the minutes of the proceed- 
ings. There was a good attendance, and 
the usual luncheon was served. 





Exchange Tells History 


in Booklet 

BurraLo, N. Y., Jan. 6—The Buffalo 
Lumber Exchange has recently issued a 
booklet giving a brief history of that organi- 
zation with a list of officers past and present. 
The Exchange was formed in 1880 as the 
Buffalo Lumber & Stave Exchange, with 
James N. Scatcherd as president and C. W. 
Baldy secretary. On Dec. 18, 1886 the name 


was changed to the Buffalo Lumber Ex- 
change. The booklet was compiled by Henry 
1. George. 

The booklet states, in part: “During the 
early years there was continued effort cn the 
part of the exchange to obtain equitable and 
just service from the railroads. At that 
time there were no regulatory bodies over 
the railroads and there is no doubt that the 
eforts of the exchange, together with those 
of similar bodies, resulted finally in the 
formation of the Interstate Commerce Com- 
mission. 

“The yards of the lumbermen were largely 
located on the water’s edge and every time 
a delivery was made in the city they were 
obliged to cross the railroad tracks. Their 
efforts toward the elimination of these cross- 
ings were of prime importance in the forma- 
tion of the Grade Crossing Commission. 





Eastern Salesmen's Groups Meet 
in New York 

New York, N. Y., Jan. 7.—A _ well at- 
tended meeting of the Lumber Salesmen’s 
Association of New York, N. Y., was held 
at National Republican Club, New York re- 
cently, presided over by President Bartel. 
President Ray Carr of Northeastern Sales- 
men’s Conference together with other officers 
and delegates from WASA of Westchester, 
ALAMS of New Jersey, ELSA of Penn- 
sylvania, Empire State Salesmen’s Associa- 
tion and Connecticut Salesmen’s Association, 
were present or sent greetings. President 
Carr gave a very interesting talk about the 
work that the Northeastern Salesmen’s Con- 
ference is doing. Sid Darling, National- 
American Wholesale Lumber Association, 
and honorary member of LSA of N. Y. 
attended, having just returned from Wash- 
ington, and gave a very interesting talk 
about conditions in our nation’s capital and 
stressed the fact that it is now up to every- 
one to do everything they possibly can to 
help facilitate an early victory. 





Announce Western Lumber 
Transaction 


SEATTLE, WaAsH., Jan. 3——Announcement 
has just been received regarding one of the 
largest lumber deals consummated in this dis- 
trict for many years. The Simpson Log- 
ging Co. of Seattle and Shelton, Wash., has 
acquired the properties of the McCleary 
Timber Co. of McCleary, Wash. 

The Simpson Logging Co. has long been 
one of the most important factors in the 
logging industry of western Washington. 
The company logs about 800,000 feet a day 
and operates a sawmill at Shelton. Part of 
its log supplies go to the Shelton pulp plant 
of Rayonier (Inc.). 

Properties included in the purchase of the 
McCleary Timber Co. include a sawmill at 
Shelton, Wash., plywood plant and sash 
and door factory at McCleary, and the town 
site of McCleary. 

Officials heading the Simpson Logging Co. 
are Frank C. Reed, president, C. H. Kreien- 
haum, manager, George L. Drake, general 
superintendent. 


Sitka Spruce 





SEND US YOUR 
INQUIRIES FOR 


PINE 


MOULDINGS 


Manufactured from choice soft tex- 
tured Ponderosa Pine at our Klamath 
Falls factory. 


Can ship 5/4 and 6/4 promptly. 


Send Us Your Inquiries on 


CUT SASH & 
DOOR STOCK 


Selects, Ponderosa and Sugar 
Pine. Also on Common. 


We Also Invite Your Inquiries 


on Spruce Shop and Clears 
and on 


Ponderosa Pine 
Sugar Pine 
Mouldings 
Cut Stock 


West Coast Hemlock 
Port Orford Cedar 
Douglas Fir 


WRITE OR WIRE 


Ralph L.Smith 


Lumber Co. 


1635 Dierks Bldg., Kansas City, Mo. 
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Farm Building Costs Cut by Multi-use Designs 
How Much Rent Can Your Cows Afford to Pay? 


Ask your farm customers, “How much 
rent can your cows afford to pay?” Some 
of them may give you that queer look. 


Others, whose business it is to make a profit 
from the land, will treat the question as an 
intelligent one. 

The fact is that cows do pay rent—as do 
hogs, poultry, other livestock and crops— 
but if the amount charged to them for build- 
ings is too great, they continue to chew their 
cuds complacently and the farmer makes up 
the difference. 

The new concept of farm buildings is to 
regard them as tools of the farmer’s trade 
that must pay their way—as do the tractor 
and the harvester and other equipment. Out 
of this concept is developing a realization 
that America’s farm building plant stands 
badly neglected and poorly equipped to do 
the new and bigger war-time production job 
that has been handed to the farmer. 

There is a growing appreciation that both 








ress has not been made on the drafting board 
but right out in the barnyard. 

This cost streamlining of farm buildings 
has proceeded on a threefold basis. [Every 
building on the farm must serve the maxi- 
mum number of purposes; it must cost a 
minimum to construct; it must pay its way. 

The farm buildings of today must be effi- 
cient tools of production, not tombstones to 
a past pride and wishful prosperity. 

To be more specific, experienced farm 
managers today frown on special purpose 
buildings which are in use only a few weeks 
out of the year. They seek to build struc- 
tures that are low in cost, structurally ade- 
quate, and flexible in design so that as many 
uses as possible may be served throughout 
the 365 days of the year. 

All this means that sweeping revisions in 
design are now being applied to farm build- 
ings. That such revision is timely, in view 
of the enlarged farm production program 


Around this model of the new multi-use utility barn in the Weyerhaeuser Farm Service series 

are, left to right: R. A. Glaze, farm structures engineer; B. G. Perkins, farm manager; A. W, 

Clapp, Jr., vice-president of Allied Building Credits, Inc.; Kirk Fox, editor of SUCCESSFUL, 

FARMING; D. H. Doane, agricultural service organization executive; and T. L. O'Gara, 
manager of the merchandising division, Weyerhaeuser Sales Company 


crops and livestock on the majority of the 
nation’s farms have charged against them a 
needless excess of buildings and that these 
buildings, because of the radical changes that 
have been effected in farming methods in 
the past quarter century, are badly deficient 
in their arrangement from the standpoint of 
getting the most done with the least effort. 
With a serious threatened shortage of farm 
labor, this inefficiency is viewed with some 
alarm. 

On the brighter side, successful farm 
management organizations have for some 
time been working toward a goal of low- 
cost, efficient buildings that are within the 
rent-paying abilities of the income-producing 
animals and crops on the farm. Such prog- 


and the neglect which farm buildings have 
suffered for two decades, is self-apparent. 
In recognition of the great need for mod- 
ernization and re-equipping of America’s 
farm building plant, the Weyerhaeuser Sales 
Company has released for the retail dealer’s 
use an entirely new series of farm building 


designs called the U-M-U series (utility- 
multiple-use). They make a strong s«p- 
plement to the existing Weyerhaeuser 


4-SQUARE Farm Service. 

These new type buildings are in no sense 
theoretical. Some time ago the Weyer- 
haeuser organization retained on a consult- 
ing basis one of the oldest, largest and most 
successful farm management organizations 


with a long record of profitable management 


of hundreds of farms in a number of differ- 
ent states. This extremely practical ex- 
perience has provided the greatest oppor- 
tunity to develop structural designs on a 
firm base of workable ideas. 

No department of the farm offered any 
greater sphere for improvement and simpli- 
fication than the buildings. 

With this basic barnlot experience and a 
wealth of tested ideas to draw from, Weyer- 
haeuser assigned its engineering staff to 
perfect the building ideas structurally and 
to adapt them to minimum cost construction 
through the specification of standard units 
of building materials. The result has been 
not merely the cheapening of existing con- 
ventional designs but the creation of mul- 
tiple-use buildings that, although entirely 
adequate in the view of thoroughly com- 
petent farm managers, are extremely simple 
and yet unusually flexible. As for cost, the 
new utility-multiple-use building can be com- 
pletely erected at a saving of from 25% 
to 50%. 

The new U-M-U farm building series has 
attracted the serious attention of leading 
farm paper editors and others thoroughly 
acquainted with the farmer’s problems. 

A competent farm authority has said of 
the Weyerhaeuser Sales Company that it is 
“the first one in this country to offer to 
farmers farm-tested, low-cost, utility farm 
building plans that have been fitted to the 
farmer’s pocketbook and his intentions.” 





Plans Increased Production 


of Truck Models 


In line with the government’s policy to 
have all truck manufacturers increase their 
production during the year of 1942, Mack 
Trucks, Inc., New York, N. Y., has ex- 
panded facilities and sped up its output of 
both light and heavy-duty trucks, so that 
the supply will not only meet the demands 
of urgent military defense orders, but will 
also be sufficient to take care of much of 
its regular commercial business. The gen- 
eral priority rating of A-3, granted the 
truck industry, is evidence of the vital im- 
portance the government places on the un- 
interrupted production of transport vehicles. 

In addition to military types, more than 
fifty standardized commercial models will be 
produced by Mack Manufacturing Corp. 
during 1942. Units range from one to forty- 
five tons, are gasoline or diesel powered, 
conventional or cab-over engine type, four 
or six-wheel, shaft or chain driven. 





Heavy Seas Sink Schooner 


San Francisco, Cauir., Jan. 2. — The 
steam schooner Waillapa, owned by the Hart- 
Wood Lumber Co. of San Francisco, en 
route from Marshfield, Ore., to San Fran- 
cisco with a full cargo of lumber, was bat- 
tered by heavy seas off Port Orford recently, 
where it went ashore. Ship and cargo were 
reported a total loss. Crew and officers 
were saved. 
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Fir Door Ceiling Amended 


WasHINGTON, D. C., Jan. 5—An amend- 
ment effective Jan. 1, making changes in the 
schedule setting ceiling prices on Douglas 
fir doors that appeared in the AMERICAN 
LUMBERMAN of Dec. 13, page 71, was issued 
Dec. 27 by Leon Henderson, administrator, 
Office of Price Administration. It was made 
to preserve the usual distributive practices 
in the industry and provides that: 


1. Manufacturers are permitted to 
charge a two point shorter basic discount 
from list prices to buyers who did not re- 
ceive the seller’s prevailing maximum dis- 
counts during the first nine months of 
1941. The basic discount contained in the 
original schedule remains unchanged for 
those purchasers who received the seller’s 
prevailing maximum discount during this 
period. 

2. The extra amount allowed for F-5 
and F-117% raised panel house doors is 
increased from 10 cents to 25 cents. 

3. Maximum price of one type of garage 
doors is lowered by 50 cents for the 1%- 
inch thickness to jobbers, and a new price 
is provided for dealers 50 cents higher 
than the jobber price. 

4. The record requirements are clarified 
by a provision stating that any manufac- 
turer who sells, or any buyer who pur- 
chases, more than one thousand dollars 
worth of fir doors in any month after De- 
cember, 1941, must keep records of all 
sales or purchases made during that 
month. 


Maximum prices f. o. b. factory shall be 
determined by applying the following dis- 
counts to the list prices: 


Basic Discount: 
To persons who during the first nine 
months of 1941 received the seller’s 


prevailing maximum discount...... 
ile Asan lp ghee eas ase Gh elec plese ae ma alg 72 percent 
To all other Persons... 06% 70 percent 


No. 1 Doors “A” Grade....Basic Discount 
No. 2 Doors “B” Grade 


erating 1 point longer than Basic Discount 
No. & DGGE SE TRG. 0 66s os cesnevaunwe 

ore 2 points longer than Basic Discount 
Millrum, 256-9C OTEG cc cccc0c cc cewoees 
Sega iees 1 point longer than Basic Discount 
SEOT SIS 6:06 5:061065:5.9 94 R eR Ee Kae eens 


eats 1 point longer than Basic Discount 
Cupboard Doors (B & Btr. only)........ 

ier tote a 1 point longer than Basic Discount 
“A” Grade Sidelights....... Basic Discount 
Rim and French Doors (“A” & “B” 

oo ee ee ere 

-...5 points longer than Basic Discount 

Design extras, exclusive of watertables 
and trim will be: 

Net extra per door 


Flat Raised 
Design Panel Panel 
RE ks resute kn ale ase s qn eekn ene None $0.25 
W=EECUE Sbocseoeeseeansasae yone 25 


Maximum prices for garage doors f.o.b. 
factory: 
Per 


Pair 
1%-inch Basic Price: 

To persons who during the first 
nine months of 1941 received the 
seller’s prevailing lowest price...$8.00 

TO Bil GENRES PEFBONB..<.< oc ccccccccws 8.50 

1%g-inch Basic Price: 

To persons who during the first 
nine months of 1941 received the 
seller’s prevailing lowest price... 7.5 

To all other persons &. 


eee eee eee eeseee 





Manufacturer Schools 


Salesmen 


MINNEAPOLIS, MINN., Jan. 9.—Fifty-two 
“Insulite” salesmen from 18 States this week 
are attending a nine-day sales study course 
here, conducted by the Insulite division of 
Minnesota and Ontario Paper Co. The 
course concludes Jan. 10 with a banquet. 

Purpose of the project was to give sales- 
men a practical laboratory course in the 
products they sell, to better acquaint 
them with problems of builders and consum- 
ers. and to prepare them to show home build- 
ers how to make best use of products still 


Amemecanfiumberman 


available for civilian use. 


The sales group each spent four days in 


Minneapolis and four at the company mills 
in International Falls. 
mills, the men performed actual test opera- 
tions, learning the Insulite manufacturing 
process from forest to finished product. 


At the company 





Canada Ceilings Western 
Spruce 


MontreaL, Que., Jan. 3.—Prices for 


spruce lumber shipped from the West to 
eastern Canada were placed under a ceiling, 
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in an order issued today by A. S. Nicholson, 
timber controller. Carload lots of white 
spruce originating in Manitoba and Sas- 
katchewan and shipped to a Canadian des- 
tination east of Port Arthur and Fort Wil- 
liams are covered. Prices of carload lots of 
white and Engelmann spruce from Alberta 
and British Columbia into the same area are 
also fixed. The order fixes the prices at 
the market that has prevailed generally dur- 
ing 1941, which is $43.50 a thousand feet 
base, delivered Toronto rate. 








ROUTE " PROFITS 


The BPS plan for increasing paint 
sales is the result of over 50 years 
of paint selling experience gained 
by BPS while co-operating with 
paint dealers; a formula which is 
backed by thousands of record- 
breaking sales; a proved method 
which insures increased profits. 


The plan works like this: 
1. It creates the desire to paint. 
2. It aids in color selection. 


3. It produces store traffic... 
more sales—more profits. 





This is your invitation to use the 
BPS route to more paint profits. 
Write The Patterson-Sargent Co. 
for complete information at once. 
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House Built to Prove Economy of Quality Construction 
CONTAINS MANY LABOR-SAVING DEVICES 


very inch of space in this scientifically designed “house of ideas” 
was put to work to give the utmost in convenience and comfort. 
The erection of the structure in Southport, Conn., a village of 
‘airfield, was sponsored by General Electric Co. 

Not only was the house filled with electrical labor saving devices, 
but it was built as a model of sound construction to demonstrate 
that while quality materials and workmanship elevate the building 
cost slightly, they considerably reduce the ultimate expense of living 
in the house. 

The unit is a modified salt-box style of architecture traditional in 
New England. It contains seven rooms. 

Microphones concealed throughout the house during the demon- 
stration period picked up comments of the visitors. When heard to 


wonder or doubt about some feature, a voice from a 


express 





"Salt-box" type of demonstration house built in Southport, Conn., 
under the sponsorship of General Electric Co. Treated wood gut- 
ters and other lumber and building materials were furnished by 
The Fairfield Lumber & Supply Co. of Fairfield, Conn. Floor plans 


at right indicate the complete use of space available. 


concealed loud speaker would answer the visitor and explain the 
feature in question. It was a demonstration stunt that delighted 
many. 

The comprehensive use of lumber as the basic building material 
extended even to the installation of ‘“Wolmanized” fir gutters. 
“Wolmanized” pressure treated lumber, a product of the American 
Lumber & Treating Co., 1646 McCormick Bldg., Chicago, IIl., was 
also used in the substructure. 


Lumber and other materials we re furnished by The Fairfield Lum- 





ber & Supply Co., building material dealers in Fairfield, Conn. 

This firm estimates that 95 percent of the privately financed 
defense houses in the section are being equipped with wood gutters. 
While metal shortages have stimulated this sale, the wood gutters 
are being well accepted because they blend with the architecture 
of the section, are inexpensive and easy to install. 
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A portion of a large airplane view of the Fairfield company, which, greatly enlarged, hangs in the office of the firm. The picture has at- 


tracted much attention from customers. 


Post Road. 


The narrow strip of building indicated by the arrow is the company office, and fronts on the Boston 
The main buildings and storage yards extend along the entire foreground of the photo on the railroad right of way. 
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National and Regional Retail Associations 
Consent to Definitions of Legal Practices 


Wasuincton, D. C., Jan. 5.—The Na- 
tional Retail Lumler Dealers Association 
and the Mountain States [umber Dealers 
Association, on Jan. 3, signed a Consent De- 
cree in the District Court of Denver, Colo., 
and, at the same time, entered pleas of nolo 
contendere to criminal indictments that had 
been returned against the two associations 
in April, 1941. The indictment against the 
National Retail Lumber Dealers Associa- 
tion had charged that the association was 
engaged in a combination and conspiracy to 
establish, maintain, and enforce an unrea- 
sonable policy and program of distribution. 
The indictment against the Mountain States 
Association charged the association with the 
fixing of marketing areas and prices, and 
unlawful policies of dealer recognition. Both 
associations denied the charges in the indict- 
ments. 

After conferrng with officials of the De- 
partment of Justice, it was determined that 
the best solution to the issues involved could 
be arrived at through negotiation of a con- 
sent decree. Consequently, a civil suit was 
filed, and the decree entered by agreement, 
which was concurred in by the Court in 
Denver. The associations stated they felt 
that the organized retail industry now has 
a very definite list of association activities 
which the Department would consider to be 
contrary to and in violation of the anti-trust 
laws under their present-day interpretation. 

The Decree enjoins the associations from 
engaging in any plan or program to allocate 
territories or markets or customers, or to 
fix prices, and prohibits exertion of pressure 
against manufacturers and wholesalers for 
the purpose of discriminating against par- 
ticular dealers or purchasers or classes of 
purchasers of lumber and other building ma- 
terials. The associations further stated that 
in respect to association activities barred by 
the Consent Decree, there was unanimous 
concurrence that such activities were not a 
proper function of a trade association. In 
fact, the industry has at all times denied its 
participation in the type of activities now 
prohibited. 

In disposing of the original indictments 
against the National association and the 
Mountain States association, and in accord- 
ance with usual practice wherein a plea of 
nolo contendere is entered, minimum fines 
were levied against the associations; in the 
case of the National, $1200 on each of two 
counts, making a total of $2400; and in the 
case of Mountain States, a total of $2,000. 

In the course of negotiations of the Con- 
sent Decree with the Department of Justice, 
twenty-one other retail lumber dealer associ- 
ations, State and regional, not in any way 
connected with the Denver indictments, ex- 
pressed willingness to join with the National 
association as signatories to the Consent 
Decree. No fines were imposed on the 
twenty-one associations not parties to the 
indictment. Following is a list of the asso- 
ciations joining with the National associa- 
tion and the Mountain States association in 
signature of the Decree: 

Arizona Retail Lumber & Builders Sup- 
ply Association 


Carolina Lumber & Building Supply As- 
sociation 


Illinois Lumber & Material Dealers As- 
sociation 

Indiana Lumber & Builders Supply As- 
sociation 

Kentucky Retail Lumber Dealers’ As- 
sociation 

Louisiana 
Association 

Michigan Retail Lumber Dealers’ Asso- 
ciation 

Middle Atlantic Lumbermen’s Associa- 
tion 

New Jersey Lumbermen’s Association 

New York Lumber Trade Association 

Northeastern Retail Lumbermen’s Asso- 
ciation 

Northwestern Lumbermen’s Association 

Southwestern Lumbermen’s Association 

Ohio Association of Retail Lumber 
Dealers 

Tennessee Lumber, 
Dealers’ Association 

Utah Lumber Dealers’ Association 

Western Retail Lumbermen’s Associa- 
tion 

West Virginia Lumber and_ Builders 
Supply Dealers’ Association 

Wisconsin Retail Lumbermen’s Associa- 
tion 

lowa Retail Lumber Dealers’ Associa- 
tion 

Montana Retail Lumbermen’s Associa- 
tion 


3uilding Material Dealers’ 


Millwork & Supply 





Coast Furniture Union Signs 


San lFranctsco, CAvtr., Jan. 3.—Recently 
completed was an industry-wide working 
agreement between furniture and bedding 
manufacturers and the AFL furniture work- 
ers union, providing for an hourly increase 
in wages of 10 percent, effective Jan. 1, 
and freezing all other provisions of a pre- 
vious pact. A special clause provides that 
if living costs increase 10 percent by July 
1, 1942, wage negotiations may be then re- 
opened. 





Consolidation to Cut 15 
Million Feet a Month 


Vancouver, B. C., Jan. 3.—Assets of 
Wood & English (Ltd.) have been trans- 
ferred to Puget Sound Pulp & Timber Co., 
Bellingham, for $320,000 in U. S. funds. 
These inc!ude a sawmill at Englewood, Van- 
couver Island, standing timber and logging 
equipment. The transaction is part of a deal 
whereby Puget Sound Pulp & Timber also 
takes over Canadian Forest Products (Ltd.), 
a subsidiary of International Harvester Co., 
Chicago, and Timber Investments (Ltd.), 0 
Seattle. Holdings of all companies are situ- 
ated in Nimkish River arex. Vancouver 
Island. Altogether, some 5% billion feet of 
timber is involved, 350 million feet being 
the property of Wood & Fng‘ish, four 
billions accounted for by Canadian Products, 
and the remainder by Timber Investments, 
made up largely of hemlock and cedar. The 
new owners have selected Fred Brown, 
F. W. Kirkland and J. Fraser, all of Van- 
couver, to manage the operations. Construc- 
tion will probably occupy most of the coming 
year. The main line railroad will eventually 
be about 50 miles long, exclusive of branch 
roads, some of which will be operated by 
truck. Peak production will probably be at 
the rate of about 15,000,000 board feet 
monthly, 
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Manitoba Had Large Output 


Winn1PEG, MAN., Jan. 7.—The importance 
of forests owned by Manitoba Province in 
the war effort was evidenced by the heaviest 
12-month timber output in the history of the 
Province, which ended last April 30. The 
cut was nearly 38 percent bigger than that 
of the year before, total reaching 41% mil- 
lion feet board measure as compared with 30 
millions the previo: s year. On:y mature and 
fire-killed timber, including 7% million feet 
of fire-killed spruce, was taken out. Cut of 
green spruce in some cases was held down 
by shortage of labor. 
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ABESTO LIQUID 
ABESTO FIBERATED 


ABESTO QUICK SETTING 
PLASTIC 


STAINTOX 
CLEARTOX 
ABESTO SEALER 


ABESTO ALUMINUM 
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ABESTO TERMITE CONTROL 
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ABESTO MANUFACTURING CO. 


MICHIGAN CITY, INDIANA 


wero ARPAULINS 

















TO PROTECT YOUR LUMBER AGAINST WEATHER DAMAGE 
MIN/IMIZE COMPLAINTS AND SATISFY YOUR TRADE 





Write today for prices and samples. 
FULTON BAG & COTTON MILLS 
Manufacturers Since 1870 


St. Louis Dallas Minneapolis 
2 City New Orleans Kansas City, Kan. 











In Boston 
HOTEL KENMORE 
ealth Ave. at K quare 


@ All Rooms with Tub and Shower 
@ Rates from $3.50 @ Dinner Music 
@ Write for Historical Map of Boston 


L. E. WITNEY, Managing Director 
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Here’s What's New 


Woodwork Manufacturer Prepares 
1942 Calendar for Dealers 


A special lumber dealer calendar for 1942, 
designed to attract the attention of custom- 
ers to the standardized designs of “Bilt- 
Well” woodwork manufactured by Carr, 
Adams & Collier Co., Dubuque, Iowa, has 
been prepared and is now being distributed 
by that concern. Shown above the date 
sheet are illustrations of windows, front en- 
trances, built-in cabinets, etc., surrounding a 
color reproduction of a modern small home. 
A copy of this merchandising calendar will 
be sent upon request to the Dubuque concern. 





Book Contains Ideas for Store 
Interiors 


A multitude of practical ideas for using 
the western pines in building store displays, 
fixtures, booths and other interior fittings 
for stores and shops are contained in a 
booklet entitled A Guide to Store and Shop 





Uses of Western Pines recently published 
by Dept. D-4 of the Western Pine Associa- 
tion, Yeon Bldg., Portland, Ore. It is de- 
signed to help dealers sell commercial build- 
ing and remodeling jobs. A sample copy is 
free upon request. 





Offers Chemical and Container 
for Drying Air 

Designed to eliminate damp air in base- 

ments etc. is “Dri-Air” chemical powder 

manufactured by Tamms Silica Co., 228 N. 

LaSalle St., Chicago, Ill. The manufacturer 


has also designed a triple “V” shaped basket 
container which holds ten pounds of the 
powder and allows maximum exposure of 
the chemical to the air. Drippings are de- 
posited in a metal pan below the basket. 
One “Dri-Air” container is recommended for 
each 800 to 1000 cu. ft. of space. Liquid 
drippings may be used for melting ice on 
sidewalks etc. Complete information is avail- 
able from the Tamms Silica Co. 





New Substitute for Copper and 
Galvanized Flashing 


A newly developed substitute for copper 
and galvanized sheets for flashing, down- 
spouts, termite shields etc. is being manu- 
factured by The Cheney Co., Ardmore, Pa., 
and is trade-named “Cheney Pitch-on- 
Metal.” It consists of ferrous sheet metal 
completely protected by a heavy coating of 
coal tar pitch enamel. It is said to have 
the strength of steel and the flexibility of 
copper and to be unaffected by weather, 
moisture, lime or cement mortar. ‘Cheney 
Black Flashing” and “Cheney Black Reglet’, 
both made of the new “Pitch-on-Metal”, are 
less expensive than their copper counter- 
parts. Complete information is available 
from The Cheney Co. 





New Black-Out Paint Developed 


A black-out paint for use in darkening 
windows and skylights of industrial and 
commercial properties where it would be 
impractical to extinguish lights at the sound 
of an air-raid warning, has been announced 
by American-Marietta Co., 43 East Ohio 
St., Chicago, Ill. “Valdura Black-Out,” as 
it is termed, is being marketed in paste form, 
and when cut 50 percent with water, can 
be sprayed or brushed on windows to pre- 
vent all passage of light. Coverage is 800 
square feet to the gallon. It dries within 
40 minutes, providing a flat surface that will 
not flash back or glare. Removal of the 


product is made without damage to the 
glass. It is being packed in one and five 


gallon containers. 
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’ American Lumberman Publishes 
New House Plan Book 


Twenty-eight modern, attractive homes are 
presented in the AMERICAN LUMBERMAN’S 
newly published plan book entitled All 
American Low Cost Homes. Each house is 
pictured in full color and a floor plan is 
presented for each. The houses are all in 
the low cost bracket, but take advantage of 
modern design ideas to make them attractive 
and convenient to live in. Editorial copy is 








written to appeal to the prospective home 
builder. A sample copy of the new house 
plan book is available free to AMERICAN 
LUMBERMAN subscribers and other estab- 
lished building material dealers upon request 
to this publication, 431 So. Dearborn St., 
Chicago, Ill. The books are available in 
quantity with or without the dealer’s imprint, 
at a nominal charge. 





Insulation Promotion Program 
Details Available 


Complete details about a new 1942 promo- 
tional program for “Balsam-Wool” sealed 
insulation are now available from the Wood 
Conversion Co., 120-1 First National Bank 
Bldg., St. Paul, Minn., manufacturers of that 
product. The program emphasizes the re- 
modeling, farm and Defense housing markets. 
Because of its double layers of insulation 
material, its double wind barriers, its double 
air spaces and moisture barriers, the insulat- 
ing blanket is now called “Double-Value 
Balsam-Wool.” It is marketed exclusively 
through lumber dealers. 





Folder Tells Merits of Logging 
Trailer 
An attractive folder concerning logging 


trailers manufactured by the Fruehauf 
Trailer Co., Detroit, Mich., has recently 
been issued by that concern. Construction 


features of the Fruehauf product for logging 
are treated in some detail. The trailers are 
said to be suited to high speed travel on 
highways and to withstand heavy road shock 
caused by large loads and rough roads. A 
copy of the folder will be sent upon request. 
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THE BUSINESS RECORD 








Incorporations 


KENTUCKY. Hardinsburg — River_ Valley 
Lumber Co.; $5,000. Incorporated by Jules K. 
Johnson, Paul Pace and H, M. ‘Hook. 


NORTH CAROLINA. Mt. Airy—Hines Lum- 
ber Co., Inc.; $75,000. To engage in buying and 
selling lumber, both retail and wholesale. In- 
corporators Matt Hines, Alma Hines Mitchell 
and Willie Parker, all of Mt. Airy. 

WYOMING. Cheyenne—Cheyenne Lumber Co. 
formed by Charles F. W. Bloedorn, Alvin O. 
Bloedorn, and A. W. Edwards; to deal in fuels 


and building materials. 

CANADA. BRITISH COLUMBIA, Duncan— 
E. L. Robson Logging Co., Ltd.; $10,000. 

Vancouver—Galbraith, Clerihew & Overton, 
Ltd.; 471 Granville Street; $20,000. Logging 
owners and operators, 

New Ventures 

CALIFORNIA. Fresno—Mathews Lumber 

Co., Maple and Olive Streets, opened by A, T. 


Mathews. 

OHIO. Westview 
Westview Lumber 
with Alfred 
carry a full 
supplies. 

OKLAHOMA, Pryor—Antrim Lumber 
opening a new yard here, 
line of building materials. 


(P. O. at Olmsted Falls)— 
& Supply Co. opened here, 
James president and manager. Will 

line of lumber, coal and builders’ 


Co. is 
carrying a complete 


e 
Casualties 
LOUISIANA. Shreveport—Jeffries Lumber 
Co. damaged an estimated $9,000 by fire, which 


destroyed a storage shed and its contents. 

is covered by insurance. 
MASSACHUSETTS. Winchendon—Birchwood 

Products, Inc., 36 River Street damaged $10,000 


Loss 


by fire. 
MISSISSIPPI. Louisville—D. L. Fair Lumber 
Co. had storage shed and dry kiln destroyed by 


fire, with loss estimated at $75,000. The fire 
was discovered in the storage shed. 

MISSOURI. Dexter—New Lumber Co. de- 
stroyed by fire, with loss estimated at $17,000. 


NORTH CAROLINA. Columbia—c. W. 
Pritchette Lumber Co. sawmill destroyed by fire 
with loss estimated between $25,000 and $30,000. 
Lumber on the yard was saved. 

High Point—Andrews-Cooper Lumber Co. de- 
stroyed by fire. 


OHIO. Freeport—lL. D. Latham Sons planing 
mill and lumber yard suffered loss by fire esti- 
mated between $35,000 and $50,000. 

TENNESSEE. Jackson—Ashby Veneer & 
Lumber Co. lost almost $100,000 in material 
and machinery, when fire destroyed one of its 
six buildings. 

VIRGINIA. Richmond — Sitterding-Carneal- 
Davis Co.’s lumber yard had two large storage 
sheds destroyed by fire, with loss estimated 
between $6,000 and $7,000 





Business Changes 


ALABAMA, Carrollton—O. _ B. Clements 
Lumber Co. succeeded by H. G. Davis Lumber 
Co. 

Jackson—Chester McCorquodale Lumber Co. 
succeeded by McCorquodale Bros. Lumber Co. 

CALIFORNIA. Buena Park—C. C. Chapman 
Lumber Co. succeeded by Save Way Lumber Co. 

GEORGIA. eorgia Planing Mill 
Co. succeeded by Davis Bros. Lumber Co. 

KANSAS. Denison—Canfield Lumber Co. here 
succeeded by Denison Lumber & Hardware Co, 

Fredonia—Fredonia Lumber Co. succeeded by 
Schoolcraft Lumber Co. 

MARYLAND. Baltimore—Hofmeister & Dia- 
cont succeeded by Diacont Lumber Co. 

MISSISSIPPI. Jackson—W. C. Ward Lumber 
Co., Ine., succeeded by Ward Lumber & Manu- 
facturing Co. 

MISSOURI. Hardin—Stratton & Chase Lum- 
ber Co. succeeded by Stratton, Chase & Shirley. 

O’Fallon—Gentemann Lumber & Supply Co. 
succeeded by C. J. Harris Lumber Co. 

MONTANA. Joliet—Talmage & Sayer Co. 
succeeded by Talmage Co. 

NEBRASKA. Creston—Farmers 
Grain Co. succeeded here by 
Co. 

OREGON. Spray—H. O. Wray succeeded by 
F. M. Crawford. 

SOUTH DAKOTA. Scotland—Fullerton Lum- 
ber Co. yard here sold to Central Lumber Co. 

TEXAS. Dalhart—Herman Steele Lumber Co, 
succeeded by Steele-DeFee Lumber Co. 





Lumber & 
Farmers Lumber 


Gilmer—Dedman-Williams Lumber Co. suc- 
ceeded by Snider Bros. 
Tulia—Willson & Son Lumber Co. of Tulia 


succeeded by Willson & Nichols Lumber Co. 


VERMONT. Jericho—T. B. Williams  suc- 
ceeded by Jericho Lumber Co., Inc, 


WASHINGTON. Bellingham—M & R Shingle 
Co. succeeded by Vanlew Shingle Co. 

Bellingham—Wrang Shipyard Co. succeeded 
by Bellingham Marine Railway & Shipbuild- 
ing Co. 

McCleary 
assets sold 


& Shelton--McCleary Timber Co. 
to Simpson Logging Co. of Seattle 
and Shelton. Simpson Logging Co. acquires the 
McCleary sawmill at Shelton; the plywood and 
door plants at McCleary, and the townsite of 
McCleary. 

Spokane—Bock & Wooster Lumber Co. 
ceeded by Bock Lumber Co. 


suc- 






















New Mills and Equipment 


CALIFORNIA. Redding — The Northcutt 
Lumber Co. has opened a $60,000 box factory 
here and will manufacture all types of wooden 
boxes on a wholesale basis. 


FLORIDA, Pensacola—Florida Wood Pre- 
serving Co. has one unit of its plant ready 
for production. The $150,000 plant is expected 
to be completed by March 1. 

INDIANA. Mt. Vernon—Abner Carey, of 
Grayville, Ill., plans to start operating a veneer 
plant here in January and will manufacture 
wire-bound boxes and egg cases. 

KENTUCKY. Hylton—Marshall Lumber Co., 
of Marion, N. C., has installed a 15,000 foot 
capacity sawmill at Hylton and plans to install 
another mill this month. 

OHIO. Columbus—H. H. Giesy & Bros. Co., 
wholesale lumber dealers, are replacing the 
buildings destroyed recently by the $200,000 fire. 

WASHINGTON. Olympia—The Olympia 
Wood Preserving Co., a new concern which re- 
cently established a plant here to impregnate 
wooden piling with copper, has announced that 
it would double the plant’s capacity to treat 
26,042 piles under a $100,000 Government con- 
tract. 
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N EVERY field there is a leader. 
When it comes to lumber, Tidewater 
Red Cypress is the choice of fore- 

sighted builders because of its ability 
to perform. Tidewater Red Cypress has 
always given long, satisfactory, eco- 
nomical service and always will. 


Recommend durable Tidewater Red 
Cypress to your customers for all ex- 
terior woodwork. Suggest it, too, for 
interior trim and panelling. 


When you need trade-marked and 
grade-marked Arrow Brand Tidewater 
Red Cypress, remember the stocks and 
facilities of our five major mill connec- 
tions are available to fill your order. 


LOUISIANA 


RED CYPRESS COMPANY 











BARNETT NATIONAL BANK BLDG. 


JACKSONVILLE, FLA. 
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Appalachian Hardwoods Ac- 
tive During November 


CINCINNATI, OHIO, Jan. 4—Appalachian 
hardwood production, sales and shipments 
showed decreases in November as compared 
with October, without any exceeding the 
reduction in operating time resulting from 
the shorter month and Thanksgiving holiday. 
Shipments again led the procession, and 
were 17 percent in excess of production. 
Sales held an intermediate position—9 per- 
cent above production, and 7 percent below 
shipments. The relative positions of the three 
factors were as follows: Production, 100; 
109, and shipments, 117. A smaller 
volume of unfilled orders was reported, but 
unsold stocks continued to decline, the No- 
vember shrinkage amounting to one _ per- 
cent. The Appalachian Hardwood Manu- 
facturers (Inc.) summarizes the November 
performance of 65 band mill units, 57 cut- 
ting hardwoods, as follows: Hardwood 
production, 26,257,000 feet, against 28,257,- 
000 feet in October; sales, 28,760,000 feet, 


sales 
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against 32,022,000 feet; shipments, 30,807,- 


000 feet, against 32,878,00 feet. Unsold 
stocks on Nov. 30 were 156,081,000 feet, 


against 157,297,000 feet thirty days earlier. 
Unfilled orders stood at 37,423,000 feet, 
against 39,475,000 feet at the end of October. 





El Dorado Reports Big Cut 


PLACERVILLE, CALIF., Jan. 3.—At the close 
of woods operations recently, lumber com- 
panies operating in El Dorado County re- 
ported a cut of 150,000,000 feet of lumber 
during the past season, a record in the lum- 
ber history of the county and approximately 
20,000,000 feet more than the previous year. 
Operators are looking forward to a similar 
large cut in 1942. Operating in the county 
are California Door Co., Michigan-Califor- 
nia Lumber Co., Placerville Lumber Co., 
Sacramento Box Co., Wetsel Lumber Co., 
Berry Lumber Co., Blair Lumber Co., and 
several smaller operators. Approximately 
2,000 men were employed in the mills and 
woods during the last season. 
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Prepare Sound Film to Show 
at Dealer Meetings 


“Roofs”, a three-reel sound film in color, 
celebrating the fact that 1942 marks the 50th 
anniversary of the invention by The Ruber- 
oid Co. of ready-to-lay asphalt roofing, is 
being scheduled for exhibition before local 
meetings of building material dealers and 
contractors and regional meetings of dealer 
associations. 

Dramatically reconstructed in the film’s 
opening sequence are scenes of 1892, showing 
how the late William Griscom, foreman of 
Ruberoid’s first small plant at South Bound 
Brook, N. J., produced the first piece of pre- 
pared asphalt roofing. 

Of immediate and highly practical interest 
to dealers are present-day scenes in a modern 
factory, showing in detail how asphalt shin- 
gles are produced and how widely they are 
used today, in various forms, on buildings 
ranging from the simplest of cottages, de- 
fense housing and farm structures to the 
most elaborate of residences. 


Western Pine Used Extensively in Tourist Court: Booklet Available 


Within the past few years tourist cabins 
and courts have sprung up throughout the 
nation to serve the motoring public. Great 
care has been lavished upon the design and 
construction of many of these units. 

A great many tourist camp operators have 
chosen pine as the basic building and decora- 
tive material for their cabins. The pines 
have been used as knotty panels, Venetian 
blinds, built-in furniture, floors, ceilings and 
siding. 

The use of soft-textured pine for this pur- 
pose has been so widespread that the West- 
ern Pine Association, Yeon Bldg., Portland, 
Ore., has issued a fascinating booklet titled 
Making Motor Courts Pleasantly Remem- 
bered. It is profusely illustrated with ex- 
amples of exteriors and interiors of tourist 
accommodations done in Western pines, and 
contains a score of ideas on treatments and 
design of these cabins and lodges. It is 
available upon request from the Association. 





Above: No. 3 common Ponderosa pine (Ix!2 rough) applied like lap siding on 


Hotel Bungalo at 


Manzauita Lake, Lassen Volcanic National Park, Calif. Below left: Knotty Ponderosa pine paneling 
in the Bright Angle Cabins, Grand Canyon, Ariz. Below right: Knotty Idaho white pine paneling at 
Buffalo Bill Lodge, Cody, Wyo. 
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Multiple Trim Saws at Sallis Mill 


MississippI Shortleaf 


Pine, favorite of thou- 





alers and builders, has 
strength and durability 


ideal for structural 
texture easy to work 
und nail. Yard and 


Shed items, Eased- Edge Dimension, 
Flooring, Ceiling, Siding, Finish, 
a _ Casing. Base. Shed 
stock is kiln -dried Air-dried items 


SALLIS LUMBER co. 


BRANDON, MISS. 


If DUSTRIA 
LUMBER CO. Inc, 


ELIZABETH. LOUISIANA 




















Timbers, chemically treated to 
prevent stain. 





Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 








MONTGOMERY, ALABAMA 


MANUFACTURERS 


SOUTHERN PINE 
LUMBER 


Specializing in Shed Stock and Boards, One- 
half by Six Poplar Bevel Siding, Mouldings 
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LARGE MEMPHIS FLOORING AND BOX 
PLANT BEGINS OPERATION 


Mempuis, TENN., Jan. 7.—Fifty-six years 
ago when the railroads were just begin- 
ning to spread westward over the prairies 
beyond Kansas City, Mo., a small lumber 
company was founded there to cut crossties 
for the new transcontinental lines. From 
this small beginning arose the Chapman & 
Dewey Lumber Company, now one of 
the larger producers of hardwood floor- 
ing and boxes. Since its inception, officials 
of the firm have 
seen more than 100,- 
000 acres of virgin 
timber land pass 
through the saws of 
their plants, located 
in northeastern Ar- 
kansas, 

The Chapman & 
Dewey Lumber Co. 
Was organized in 
Kansas City, Dec. 
26, 1886, by William 
H. Chapman, Wil- 
liam C. Dewey and 
E. H. Chapman, who 
were, respectively, 
president, vice presi- 
dent and treasurer. 
Original capital of 


for oak manufacturing. In addition, in this 
same unit, machinery has been installed for 
the manufacturing of boxes of many de- 
scriptions. 

Visitors to the plant during construction, 
and those shown blueprints of the plant lay- 
out, have commented on this modern setup 
to build boxes of all types from beverage 
boxes to ammunition holders. It consumes 
750,000 feet of cottonwood lumber per month, 





the company was An exterior view of the office building of the Chapman & Dewey Lumber 


$25,000.00. Now ear- 

ly in January, the 

same firm, after years of expansion, gets 
ready to add another unit to its manufactur- 
ing facilities, a $250,000.00 plant to manufac- 
ture boxes and oak flooring. The newest 
Chapman & Dewey plant is located in South 
Memphis on Mallory Avenue and will em- 
ploy about 300 men, representing a monthly 
payroll of approximately $25,000.00. 

The plant, which is on an 18 acre site, 1 
one of the newest woodworking plants in the 
nation, according to W. B. Chapman, presi- 
dent of the firm. Largest building on the 
property is a two-story brick structure con- 
taining 50,000 sq. ft. of space. In this, Chap- 
man & Dewey Co. have installed machinery 
of the most modern make, finest available 





Shown here is a general view of the Chapman & Dewey Lumber Com- 
pany's plant at Memphis, Tenn. 


Company 


and will produce 500,000 feet of boxes per 
month. 

The hardwood flooring portion of the 
plant will cut up about 1,500,000 ft. of oak 
lumber per month. It will produce 1,250,000 
ft. of finished flooring per month. 

Four spur tracks of the Illinois Central 
railroad run to the plant, which, with its 
lumber yard included, occupies 20 acres of 
land. The main plant has been highly de- 
partmentalized with boxes to be made on the 
first floor and hardwood flooring on the 
second floor. Four Moore Cross-Circulation 
Kilns cover an area of 171 by 110 ft. This 
lumber storage shed occupies a space of 110 
by 16 ft. and the warehouse 112 by 172 ft. 
The power equip- 
ment and boiler 
rooms are in a mod- 
ern fire-proof struc- 
ture, covering 112 by 
160 ft. 

In their Arkansas 
yards, Chapman & 
Dewey have a stock 
of 15,000,000 feet of 
lumber, a great deal 
of which will be 
used in Memphis, in- 
asmuch as the new 
Memphis plant will 
take the place of a 
smaller one which 
was destroyed by 
fire last summer in 
Marked Tree, Ark. 


General offices of 
the firm will be lo- 
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cated at the plant in a large office building, 
and present officers are W. B. Chapman, 
president; E. H. Chapman, vice president ; 
H. C. Dewey, treasurer, and Almonta Smith, 
secretary. 

Much of the lumber which will be used 
is soft textured oak from the St. Francis 
basin and is manufactured, in large part, in 
the Marked Tree, Ark., plants of the firm. 
All grades of oak strip flooring and oak 
plank flooring will be produced in Memphis, 
starting in January, 1942. 

In addition to its Memphis plant, the 
Chapman & Dewey Lumber Co. today 
operates a number of sawmills in the vicin- 
ity of Marked Tree, Ark. It also produces 
cypress piling for river and highway work 
at scattered points throughout Arkansas, 
Louisiana and Mississippi. 

Aside from its lumbering activities, the 
company is today cultivating 16,000 acres 
of farm lands that it has cleared, and more 
farm acreage is being added each year. Sales 
of cleared and cut-over land have reduced 
its original 100,000 acre holdings to 25,000 
acres, 


WASHINGTON NOTES 
NATIONAL FOREST EXPANDED 


WasHIncton, D. C., Jan. 5——The Na- 
tional Forest Reservation Commission has 
approved the purchase of 112,383 acres of 
land in 44 national forests, and the acquisition 
by exchange of 46 parcels of watershed and 
potential timber lands, involving 25,063 acres 
in 21 national forests, the Forest Service 
announces. Total cost of purchases was $457,- 
498.54, or an average price per acre of $4.07. 
The largest purchases given approval, and 
national forests to which they were added, 
follow: Ocala in Florida, 13,281 acres; 
Nantahala in North Carolina, 12,215 acres; 
Ouachita in Arkansas, 10,866 acres. Largest 
national forest land exchanges included a 
4,944-acre transfer on Ocala, 2,130 acres on 
the Eldorado in California, 3,527 acres on 
the Nicolet in Wisconsin, 1,904 acres on 
the Sam Houston in Texas, and 2,958 acres 
on the Ottawa in Michigan. Additional 
1,622 acres was purchased in the northern 
redwood unit in California, containing 121 
million board feet of saw timber, and in- 
creasing Government holdings to 13,750 
acres, containing almost 900 million board 
feet of merchantable timber, four-fifths or 
more of which is redwood. 








MOST FOREST FIRES OCCUR IN 
UNPROTECTED AREAS 


Wasuincton, D. C., Jan. 4—The forest 
lands of the United States are now better 
defended against fire than ever before, de- 
clares the U. S. Department of Agricul- 
ture. Vast strides have been made since 
World War I in the increase of forest 
area being given fire protection, and in 
the fire control methods and equipment be- 
ing used. In 1941, there were 41 States 
and Hawaii co-operating with the Forest 
Service, under the Clarke-McNary Law of 
1924, in providing organized fire protection 
for approximately 282 million acres of State 
and private forest land. Expenditures to- 
taled 914 million dollars, or a little under 
4 cents an acre. Funds expended in the cc- 


operative protection effort are normally 
about 20 percent Federal, with the balance 
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coming from States and individuals. 
tle more than 11 million dollars in funds 
will be available for this purpose during 


the 1942 fire season. The Department’s 
foresters estimate that an additional six mil- 
lion dollars would be required to protect all 
forest lands needing it. A total of 146,000,- 
000 acres of forest land in the United States 
still lacks any organized fire protection, ac- 
cording to the Forest Service. The unpro- 
tected area amounts to about one-quarter 
of all the country’s forest lands needing 
protection. Fires on unprotected forest 
lands accounted for 87 percent of all the 
area burned over in the United States last 
year. Total acreage burned on unprotected 
forest lands was 22,431,730, compared with 
3,416,280 acres burned on lands under or- 
ganized protection. 
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Canadian Firm Opens New 
Display Office and Yard 


Bloedel, Stewart & Welch, Ltd. Port 
Alberni, Vancouver Island, recently opened 
a new retail sales office and yard. The office 
is designed along attractive lines to appear 
as a cottage, 

Both exterior and interior treatment of 
the Cottage-Office is designed to attract 
trade and to promote the sale of lumber. 

R. W. Primmer, who has been with the 
company for five and one-half years, is the 
manager of the new office. Mr. Primmer 
is well-known to the retail lumber trade of 
Vancouver, B. C., where he has been in the 
building and lumber business for some years. 








— 


SOARING RENT RATES 
Make Good Prospects Better! 


The urge to own a home is being 
aroused by soaring rent rates and dwin- 
dling vacancies. It’s your golden oppor- 
tunity to convert good prospects into 
customers—even though that extra bath 
room may have to wait a while for fix- 
tures or air conditioning be deferred. 


Essco Mills are humming on produc- 
tion scheduled to help you keep a bal- 
anced stock—from mouldings to timbers 
—every home building item you need— 
except shingles—but including oak floor- 
ing. Save 3 ways—use Exchange Mixed 
Car Service. Use the Plus Value of sci- 
entifically seasoned, pre-shrunk and pre- 
cision-milled ESSCO lumber to make 
selling easier. 


EXCHANGE SAWMILLS Sales Co. 


1111 R. A. Long Building 








== Trade-Marked~Grade-Marked=™ 
Southern Pine—Southern 
Hardwoods — Ponderosa 
Pine—West Coast Woods 
Oak Flooring 














SaaN 


Kansas City, Missouri 
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Our flooring plant is modern through- 
out. For well-manufactured Maple 
and Birch flooring specify “Diamond 
Hard.” 








WHITE PINE [i2"?.-,..- 


California White 


Also and Sugar Pine 
Fir Wallboar po nt nl Products 


William Schuette Company 


New York 
Office--41 East 42d St. PITTSBURGH, PA. 





Uniformin 
COLORE 
TEXTURE 
QUALITY 
. {Ne a E. Webster, Lumber Co: 


Kansas City, Mo. “ 








SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS FACTORY 
YARD STOCK . { CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 

Reliable Shippers 30 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 
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MAPLE FLOORING 











MFMA | 








| [MICHIGAN DIMENSION CO. 
on tate 





MANISTIQUE, MICHIGAN 
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PORTLAND'S 


distinctive hotel 





THE BENSON 


Broadway at Oak St. 
dAannaanenanaana! 


CARA AAA Ay 
J 
-~ 
2 
= 
oe 
SR ARBRA SS COR Eee" 














Amemcan fiumberman 


January 10, 1942 


Blanket Priority Order for Lumber Industry 
Is Amended 


WasHINGTON, D. C., Jan. 6—A new 
blanket priority order for maintenance and 
repair items required by sawmills is desig- 
nated as P-100, whereas it was formerly 
P-22. The changes are largely technical in 
character and the manner of applying the 
order remains the same. 

The following statement must be endorsed 
and manually signed on all copies of pur- 
chase orders or contracts for maintenance 
and repair items in order to take advantage 


of the lumber industry blanket priority: 

“Material for Maintenance, Repair, or 
Operating Supplies—Rating A-10 under 
Preference Rating Order P-100 with the 
terms of which I am familiar.” 


” 





Name of Producer or Supplier 





Signature of Designated Official 


Principal changes in the new order are 


as follows: 


1. The former restriction on acceptance 
of materials for inventory of maintenance, 
repair or operating supplies by producers 
using the order, has been changed to per- 
mit inventory and stores not exceeding 
110 percent of the maximum dollar vol- 
ume of such materials purchased during 
the corresponding calendar quarter of 
1940. The previous figure was 100 per- 
cent. This change has been made to al- 
low for price increases. However, the 
order now specifically states that no ma- 
terials may be accepted for additions to 
inventories and stores of maintenance, re- 
pair and operating supplies until such in- 
ventories have been reduced to a prac- 
ticable working minimum. 

2. The restriction on withdrawals from 
inventory or stores has also been changed 
to permit withdrawals up to 110 percent 
of the aggregate dollar volume of such 
withdrawals in 'the corresponding quarter 
of 1940, or, at the producer’s option, up 
to 27% percent of the aggregate dollar 
volume of withdrawals during the calen- 
dar year 1940. 

3. Producers whose 
chases of materials for 


aggregate pur- 
maintenance, re- 


pairs and operating supplies do not ex- 
ceed $5,000 in a calendar quarter, and 


whose withdrawals of such supplies from 
inventory or stores likewise do not ex- 
ceed $5,000, are exempt from the restric- 
tions as to purchases and withdrawals. 
Under P-22 amended (the former order), 
the exemption was limited to producers 
whose purchases and withdrawals did not 
exceed $2,500 in a calendar quarter. 


General Limitations on Use of Order 


It is not permitted to purchase materials 
under the order for expansion or betterment 
of property or equipment. The user in such 
a case should file form PD-1 when it is 
necessary to increase the operating capacity 
of his business. The producer should also 
use a PD-1 to obtain any items that are 
capitalized and carried on his books as a 
fixed asset. The rating can not be extended 
by suppliers except to replace materials sold 
under P-100, and it must not be used to 
build up stocks in anticipation of filling rated 
orders. 

Fuel has been eliminated from the defi- 
nition of “Operating supplies.” In explain- 
ing the general coverage of the term “op- 
erating supplies”, OPM stated: “Operating 
supplies covered by the order include files, 


hack saw blades, grinding wheels and any 
other items abraded and consumed in the 
operation of the business. Operating sup- 
plies may also include office supplies with 
the exception of paper products, but if those 
items are purchased under the P-100 order, 
they must be included in the person’s in- 
ventory.” 


Simplified Procedure for Extension of 
PD-3 Certificates 


The OPM has announced that where a 
manufacturer wishes to extend an Army or 
Navy preference rating (form PD-3) to 
obtain material valued at less than $500, 
this extension may now be made by the 
manufacturer himself, eliminating the neces- 
sity of having a formal certificate executed 
by a contracting officer. This form of ex- 
tension may be used, however, only if the 
material to be obtained with the rating is to 
be physically incorporated in the finished 
product covered by the certificate being ex- 
tended. This means that an extension of this 
kind may not be used to secure machinery 
or operating supplies necessary to produce 
the finished product, but may apply only to 
subcontracts for the product itself or for 
essential component parts of the product. To 
make such an extension, the manufacturer 
involved will certify on his purchase order 
the rating applicable, the name of the issu- 
ing bureau, the number of the prime con- 
tract, the serial number of the certificate 
being extended, and will type on the pur- 
chase order the wording of Paragraph No. 3 
of the PD-3 Form, which reads as follows: 

“IT hereby certify (a) that the material 
specified in this Certificate is essential for 
completion of the contract(s) cited herein, 
(b) that the specified quantities are not 
greater than required for said  con- 
tract(s), and (c) that the specified Deliv- 
ery Date(s) in the Installment Delivery 
Schedule on the face of this Certificate 
(or appended hereto) are not earlier than 
actually necessary for completion on time 
of said contract(s). 


4“ ” 





This endorsement on the purchase order 
must be signed by the manufacturer, but 
need not be countersigned by a Government 
official where the amount is less than $500 
and the material is to be physically incorpo- 
rated, as above described. 

Copies of purchase orders so certified must 
be distributed by the manufacturer as fol- 
lows: 1 to the supplier of the material in 
question; 1 to the supply arm or bureau of 
the Army or Navy initiating the prime con- 
tract; and 1 to the Director of Priorities in 
Washington, D. C. 





Warns of Bomb Shelter 
Racket 


SACRAMENTO, CALIF., Jan. 3.—The State 
registrar of contractors, Allen Miller, re- 
cently issued warning against fraud or mis- 
representation in the construction of bomb 
shelters. Salesmen in their sales program 


were including misrepresentations as to legal 
requirements and were apparently attempt- 
ing to create hysteria. 
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THE TRAVELING MAN 
From Issue of March 3, 1906 


The traveling man lives this life as he can 
And spends all his moments in transit. 
He isn’t much vexed as to where he goes 

next— 
The poor devil’s willing to chance it. 


He sleeps in Eau Claire, but Lord only 
knows where 
The salesman will be for his dinner. 
If on earth we are paid for mistakes we 
have made, 
Then the salesman’s the champion sinner. 


If we here get a soak for commandments 
we've broke— 
A sort of deserved flagellation— 
If the punishment’s thus, then the traveling 
cuss 
Must have broken the whole aggregation. 


For it isn’t a snap to chase over the map. 
To jump from Des Moines to Milwaukee, 

To dine in Racine, or in Prairie Du Chien 
And sleep the same night in Pesaukee. 


No, it isn’t a cinch to sell piece stuff and 
inch 
And have backsliders cancel your orders. 
To sleep on a cot in the hall, like as not, 
And eat what is left by the boarders. 


It’s not pleasant to roam far away from 
your home, 
Far away from the woman who’s dearest, 
And then have her weep when you talk in 
your sleep. 
Now aren’t some women the queerest? 


There are trains that are late, he must ride 
on a freight, 
He must drive across country by buggy; 


Though the blizzard may bliz, he must hus- 
tle for biz, 
Or when weather is torrid and muggy. 


The traveling man lives this life as he can 
And spends all his moments in transit. 
He isn’t much vexed as to where he goes 

next— 
The poor devil’s willing to chance it. 


He lives life too fast to dwell much on the 
past 
Or to dream of a future that’s pleasant. 
Past and future so dim are the same thing 
to him, 
For the salesman must live in the present. 


3ut I venture to say, when we all draw 
our pay 
At the end of this trip we call living, 
That the traveling man more than all the 
rest, can 
Have reason for heartfelt thanksgiving. 


I even suggest that the good Lord likes best 
The man who’s kept pleasant and cheery 
When the weather was rough and the beef- 
steak was tough 
And the journey was lonesome and dreary. 


For heaven, they say, is a place that is gay 
And I know, in the region of glory, 
They will welcome the lad who can make 
the saints glad 
With a song, or a joke, or a story. 


The traveling man lives this life as he can 
And spends all his moments in transit. 
He isn’t much vexed as to where he goes 

next— 
The poor devil’s willing to chance it. 
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GOVERNMENT TIM- 
BER TESTS—B. E. Fer- 
now, chief of the Forestry 
Division of the Depart- 
ment of Agriculture, has 
just issued a circular let- 
ter in relation to the Gov- 
eroment timber tests: 
“se * * So far the work 
has been confined to south- 
ern pines and oaks which, 
thanks to the courtesy of 
the Louisville & Nashville 
railroad company, could be 
obtained free of transpor- 
tation charges; the scant 
appropriation available, 
and other unfavorable con- 
ditions, making such lim- 
itation necessary. The 





work will be extended and 
its progress pushed in 
proportion to  appropri- 
ations made by Congress, 
which depend upon the in- 
terest which the work may 
arouse among those to be 
benefited by it.” 


* * * 


“THE AMERICAN 
WOODS,” is the title of a 
publication in book form 
of beautifully prepared 
specimens of American 
woods and with copious 
explanatory text, by Ro- 
meyn B. Hough, B. A. In 
this work each kind of 
timber is represented by 





three specimens so cut as 
to present all aspects of 
the grain, and so thin as 
to allow light to pass read- 
ily through them, thus re- 
vealing in a wonderful 
manner the characteristics 
of each. The specimens 
are securely mounted in 
well made and _ labeled 
frames, album fashion, and 
the accompanying’ text 
gives full information con- 
cerning the uses, range, 
physical and medicinal 
properties, botanical char- 
acteristics, etc., of each 
wood, the whole having 
the form of an elegantly 
bound octavo volume. 





With an Order for 


WIER 


Long Leaf 
Yellow Pine 


For many and many a year this 
strong and sturdy Long Leaf 
has been preferred by dealers 
and builders. Why not supply 
it to YOUR customers? Recom- 
mend it for ANY building use, 
from foundation to roof. Beau- 
tiful stock, well-manufactured, it 
gives enduring service. 








Wier Long Leaf Lumber Co. 


HOUSTON, TEXAS 


Mills: Wiergate, Texas 


Hit} UL 


Soft Old-Growth UPPERS and |= 
Vertical-Grained CLEARS. K-D, 
Smooth-end-trimmed COMMON. 


OREGON -AMERICAN 


LUMBER CORPORATION [E 
VERNONIA, OREGON = 


CLD) (TT 





Dado Head 


Fits any saw mandrel. 
Cuts perfect grooves, 
any width, with or 
across grain. Guaran- 
teed to do your work 
satisfactorily. 





Favorites for over 53 
years. Today, write for 
catalog of complete 
Huther line. 


Huther Bros. Saw Mfg.Co. 


Rochester, N. Y. 
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NEWS FROM THE SOUTH 


Kentucky Surveys 1941 Forest 
Fire Losses 


FRANKForT, Ky., Jan. 4.—Autumn forest 
fire losses in Kentucky were much smaller 
than expected, said the State Forestry Divi- 
sion, but unusually large losses last spring— 
which were estimated to equal damage for 
the entire preceding year—principally ac- 
counted for the 1941 total being greater than 
the 1940. The division has a_ protective 
service for 1,077,628 acres in twelve eastern 
Kentucky counties, and two in western Ken- 
tucky. Landowners paid part of the cost. 
In addition, there are an estimated 7,512,372 
acres of unprotected State and private forest 
lands. The division has not compiled figures 
yet on 1941 losses in the unprotected forests, 
but estimated the damage to protected wood- 
lands at about $35,000. Last spring, 518 
fires burned over 15,000 acres of the four- 
teen protected counties. This fall, there 
were 98 fires which burned over 1,491 acres. 





Southern Firm Acquires 
Furniture Factory 


LovIsvILLE, Ky., Jan. 2.—Entrance of the 
Mengel Co. into the kitchen cabinet and 
furniture market through acquisition of the 
Kemper Furniture Company (Inc.), Union 
City, Ind., was announced yesterday’ by AIl- 
vin A. Voit, Mengel’s president. It was 
said the purchase would not affect in any 
way Mengel’s established trade in wood 
products and containers. 

The new plant gives Mengel Co. facili- 
ties for manufacturing moderately priced 
kitchen cabinets and furniture. These prod- 
ucts will be distributed through outlets al- 
ready established and to the building trade 
through Mengel’s expanding dealer organ- 
ization. Mengel plans to increase the out- 
put, and to be able to serve the urgent cur- 
rent need for kitchen furniture for Defense 
housing. 





Orders |,475 Freight Cars 


LovutsviL_tE, Ky., Jan. 5.—The Louisville 
& Nashville Railroad on Dec. 31 placed an 
order with the Bessemer plant of Pullman 
Standard Car Manufacturing Co., Birming- 
ham, Ala., for 1,475 additional freight cars, 
at a cost in excess of $3,000,000. The order 
includes 750 coal hoppers of 50-ton capacity 
each; 625 40'4-foot and 100 50%4-foot box 
cars. 





Change in Lumber Company 
Is Announced 


Quincy, Fra., Jan. 2.—Effective Jan. 1, 
the. Thomas-Little Lumber Co. of Quincy 
was dissolved, and a partnership was 
formed to be known as the Thomas Lumber 
& Manufacturing Co., Quincy, Fla., it was 
announced by C. W. Thomas, Jr., secretary- 
treasurer. 

The change from a corporation to a part- 
nership has been brought about by the with- 
drawal of W. B. Little, who has not been 
active for a period of years. However, the 


change in no way affects the existing person- 
nel and management of the business. 

The partnership, Thomas Lumber & Man- 
ufacturing Co., is assuming all the assets 
and liabilities of the corporation being dis- 
solved, namely, Thomas-Little Lumber Co., 
Quincy, Fla., and will be liable for all con- 
tracts now existing; or, in process of ne- 
gotiation or liquidation. The present man- 
agement consisting of C. W. Thomas, Sr., 
as president, Margaret Ann Thomas, vice 
president, C. W. Thomas, Jr., secretary and 
treasurer, and H. L. Morris, sales manager, 
will continue. 





Woman Sawmiller Gangs 
Her Ain Gait 


BROOKSVILLE, Miss., Jan. 5.—Mrs. Blume 
Triplett, of Brooksville, is reputedly the only 
sawmill owner and operator in the United 
States. She is now on a million-feet job, 
supervising a crew of 30 men and operating 
a tractor mill, which she took over in Oc- 
tober, 1940. Mrs. Triplett, who refers to 
E. M. Hill, head of the Columbus Lumber 
Co., as her “boss,” is a direct descendant of 
Jack McK. Alexander, signor of the Meck- 





lenburg Declaration of Independence. She 
said she must of inherited some of this spirit 
of independence, hence the reason why she 
went out on her own as a sawmill operator 
and woods lady. 





Cuts Large Virgin Tract 


3LUEFIELD, W. VA., Jan. 5.—Having bodily 
moved its camp to a new site one mile east 
of Pineville, the Mountain Fork Lumber Co., 
which is headquartered in Bluefield, recently 
began sawing one of the few tracts of 
virgin timber remaining in this part of the 
Virginias. The company, of which S. H. 
3elcher is president, in the spring of 1940 
exhausted its huge 12,000-acre boundary in 
the Berwind section of McDowell, from 
which it marketed between 30 and 40 million 
feet. The company had a large business in 
Europe and South America, but its loss has 
been more than offset by increase in domestic 
demand. 
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Southern Pine Men Gird for 
Added Victory Effort 


New Orteans, La., Jan. 5.—“The south- 
ern pine industry is entering a most crucial 
period in its part of our country’s war pro- 
gram,’ says C. C. Sheppard, chairman 
Southern Pine Emergency Defense Commit- 
tee, in a bulletin today. “Our past efforts 
will not be sufficient to meet the concentrated 
demand in 1942. Following the purchases 
scheduled for Richmond and New Orleans, 
there will be very shortly an added demand 
for new tent camps, barracks camps, stor- 
age depots, air bases and a large number of 
ordnance plants. The industry must do more, 
probably under much more difficult condi- 
tions, and this committee must have imme- 
diate, complete and accurate information as 
to what every southern pine manufacturer is 
capable of doing. Government procurement 
officials want us to get this information 
without delay. In other words, we must 
have an immediate and complete census of 
the entire southern pine industry.” 





Buys Virgin Hardwood Stand 
of 16,000 Acres 


Brevarp, N. C.—Jan. 4—Timber rights 
an the 16,000 acre boundary of the E. H. 
Jennings estate in upper Transylvania and 
Jackson Counties are being purchased by 
the Carr Lumber Co., of Pisgah Forest, ac- 
cording to announcement Dec. 27 of W. W. 
Croushorn, general manager of the Carr 
company, who said that operations would 
begin early in the spring on the virgin hard- 
wood. Chestnut and hemlock are being pur- 
chased by Champion Fibre Co., Canton, 
N. C., which will work with the Carr com- 
pany in cutting the tract, under a separate 
contract 





Carolina Salesmen Enjoy 
Dinner Meeting 


Cuartotte, N. C., Jan. 6—Members of 
the Carolina Lumber and Material Sales- 
men’s Association held a dinner meeting at 
Charlotte recently in which the principal 
theme was “What’s Ahead of Us.” R. T. 
McManeus, president of the association, pre- 
sided at the meeting and a round table dis- 
cussion of industry problems was held after 
the dinner. 





Building Materials Manufac- 
turer Sponsors News 
Broadcasts 


A well established radio program, “Elmer 
Davis and the News,” is now being broad- 
cast each weekday evening over a nationwide 
Columbia Broadcasting System hook-up 
under the sponsorship of Johns-Manville. 
The program is to be heard at 8:55 EST 
over 56 stations. 

Most commercial announcements on the 
program will give emphasis to the remodel- 
ing and farm markets which require a mini- 
mum of critical materials. 
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DOWN it goes 


and DOWN ifstays 


Show us a builder who hasn’t complained at the way the 


pins “ride up” in door butts. Now you can offer these same 


builders a positive, non-rising pin that can be seated easily 


without twisting or turning. . 


. no wings to line up. It’s the 


greatest advance in butt construction in 40 years. 


How It Works 


The pin is grooved to hold a split 
ring. When the pin is pushed down, 
the split ring snaps automatically 
into a recess in the top knuckle of 
the butt. Pin will not work up 


under action of the door but can be 


easily removed when desired. 

Pass on the benefits of this im- 
provement to your trade. Get Stan- 
ley Butts with the new type non- 
rising pin from your jobber. The 
Stanley Works, New Britain, Conn. 
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New-type non-Rising Pin 


in STANLEY BUTTS 


JUST PUSH 
IT DOWN 


pin SNAPS 


lT INTO PLACE 
[STANLEY] 


TRADE MARK 


HARDWARE FOR CAREFREE DOORS 
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Instalment-Selling Retailers Should Secure 
License, Study Regulations 


amendments of lederal Reserve 
System credit sales regulations, governing 
credits extending over three months, have 
been made. These regulations provide that 
any sale of a “listed” commodity is a credit 
sale if at time it was made there was definite 
understanding and agreement between the 
dealer and his customer that the unpaid bal- 
ance was to be paid in two or more install- 
ments of definite amounts and on definite 
dates. It makes no difference whether pay- 
ments are to be made to the dealer or to a 
finance company. The agreement could be 
either oral or written. 


Several 


Differentiating Open Accounts 

An ordinary “credit sale” on “open ac- 
count” is not considered an installment sale, 
even if it is understood that the customer is 
to pay the account in 30 days, 60 days, or 
any other number of days. Even if such an 
account is actually paid in two or more 
installments, although there was no agree- 
ment to this effect at the time of the sale, 
the nature of the sale is unchanged, for 
the simple reason that there was no agree- 
ment on payment in definite amounts on 
two or more definite dates. There is always 
a possibility that an agreement for install- 
ment payments might be implied from the 
facts of such a case, thus throwing upon the 
dealer the burden of proving that there was 


agreement. Therefore, since ac- 
counts that run for less than three months 
are exempt from the regulations, the safest 
course in such cases, where the account runs 
as long as three months, is to insist that the 
account be paid in full in three months, or 
that a new agreement be made as to how 
and when the balance is to be paid. 

Where repairing and modernizing involves 
a house suitable and available for Defense 
workers, exemption from the regulations 
may be obtained by applying to the Division 
of Housing Co-ordination. A definite pro- 
cedure is prescribed. 

Where it is understood and agreed that 
payments on material for buildings are to be 


no such 


made at certain intervals as the building 
progresses, a certain amount when the 
foundation is finished; another when the 


roof is on, etc., the sale is not considered 
an installment sale, provided this is “a bona 
fide business practice which is followed for 
the convenience of the parties concerned.” 


Many Materials Sales Exempt 

Every installment sales secured by a re- 
corded first mortgage is exempt from the 
regulation. An installment sale regardless 
of whether the sale is over or under $1,000 
of building materials for the construction of 
1 complete building, is exempt when such 
building is independent and apart from all 
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HEPHERD LUMBER CORPORATION 


MILLS AT McRAE, GEORGIA and MONTGOMERY, ALABAMA 


Yellow Pine and Hardwoeds 


Plank . . . Dimension. . 
Flooring . . . Kiln-Dried Finish . . . Ceiling 
. ++ Siding ... Railroad and Car Material. 


Material from both mills Grade-Marked if desired 


ADDRESS INQUIRIES TO BOX 139, MONTGOMERY, ALABAMA 


. Boards... 
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Pine 
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Hardwoods 
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BELL BUILDING 
MONTGOMERY, ALA. 


Specializing in 
KILN-DRIED POPLAR 


Solid or Mixed Cars of Pine, Hard- 
woods, Oak Flooring. 

Planing Mill 
cross-circulating 


Goodwater, 
sulga, Ala., Ozark, Ala. 
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existing structures. Installment sales of 
$1,000 or less, of materials for building a 
garage that is attached to a house or other 
building, are subject to the regulation. But 
all installment sales of building materials 
over $1,000 for repairs, alterations, or im- 
provements on real property in connection 
with existing structures, are exempt. Such 
sales may even include stokers, furnaces, and 
other articles, that do come under the regu- 
lations, and still be exempt, provided that 
the purchase price of the non-exempt article 
does not exceed 50 percent of the total 
unpaid balance. Even where the deferred 
balance does not exceed $1,000, and materials 
or services (other than those like refrigera- 
tors and stokers that are listed in Classes C 
and D) are used for the repair, alteration 
or improvement of real property in con- 
nection with the existing structures, they are 


exempt. Most of the commodities in which 
the average dealer is interested come in 
Class E, which, used in connection with 


existing structures, do not come under the 
regulations. 

Fuels (coal, oil and wood), are not listed; 
consequently fuel sales are not subject to 
Regulation “W” even though the fuel is 
sold on installment plan. 


Must Be Licensed; Provide Record 


At the time of an installment sale, a 
written record of the agreement must be 
made and a copy given to the customer, and 
this record, known as “Statement of Trans- 
action,” must contain the following facts : 


(1) A brief description of the article pur- 
chased. 

(2) The bona fide cash price of the ar- 
ticle purchased, including sales tax, 
if any, and the price of any services 
rendered in connection with the sale, 
clearly itemized. 

(3) The amount of the down payment. 

(4) The amount of the deferred balance. 

(5) The amount of insurance premium, 
finance charges, interest by way of 
discount included in the principal 
amount. 

(6) The total time balance owed by the 
purchaser, which is the sum of items 
(4) and (5) above. 

(7) The terms of payment. 

Every dealer who intends to make any in- 
stallment sales in 1942 must secure a license 
to do so by filing “Registration Statement” 
at a Federal Reserve Bank. Companies 
doing business at more than one place, need 
register only once. 





Buys Timber and Mill 


MonTESANO, WASH., Jan. 3.—Sale of the 
assets of the McCleary Timber Co., to the 
Simpson Logging Co., of Seattle and Shel- 
ton, was announced here New Year’s day. 
The sale was one of the State’s major lum- 
ber transactions of recent years. The Simp- 
son company acquires the McCleary saw 
mill at Shelton, its plywood and door plants 
at McCleary, and the townsite of McCleary. 
The large Simpson timber holdings assure 
continued operation of the McCleary mills 
for many years, 
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NATIONALPRODUCTION, SHIPMENTS, ORDERS 


Wasuincrton, D. C., Jan. 5—Following is the National Lumber Manufacturers’ Associa- 
tion’s report for the two weeks ended Dec. 27, and for fifty-two weeks ended that date, 
covering mills whose statistics for both 1941 and 1940 are available, and percentage com- 
parisons with statistics of identical mills for the corresponding period of 1940: 


Av. No. Per- Per- Per- 

Mills Production cent Shipments’ cent Orders cent 
TWO WEEKS: Rptg. 1941 of 1940 1941 of 1940 1941 of 1940 
Total Softwoods.... 380 336,354,000 4 354,988,000 81 541,735,000 136 
Total Hardwoods... 91 19,687,000 110 18,250,000 92 18,060,000 94 
Tetal Tumber...... 455 356,041,000 5 373,238,000 81 559,795,000 134 
Total Flooring ... 7 20,773,000 105 15,522,000 oS 16,974,000 148 
FIFTY-TWO WEEKS: 
Total Softwoods....- 393 12,386,735,000 110 12,975,292,000 108 13,038,097,000 106 
Total Hardwoods... 95 571,955,000 111 636,396,000 116 597,764,000 111 
Total Lumber.. ... 471 12,958,690,000 110 13,611,688,000 109 13,635,861,000 106 
Total Flooring ... 79 614,902,000 114 609,645,000 115 602,018,000 110 








RELATION OF UNFILLED ORDERS TO STOCKS 


WasuHIncrTon, D. C., Jan. 5.—Following is statement of seven groups of identical mills 
of unfilled orders and gross stock footage on Dec. 27: 





No. of 

Mills Re- Unfilled Orders Gross Stocks 

porting 1941 1940 1941 1940 
Total Softwoods* ......<+. 366 1,077,723,000 982,158,000 2,879,068,000 3,053,314,000 
Total Hardwoods* ........ 88 68,074,000 65,401,000 281,626,000 328,677,000 
WORGE TEP os ais k- 0.5 0's a as 441 1,145,797,000 1,047,559,000  3,160,694,000 3,381,991,000 
Oak and Maple Flooring.. 89 48,610,000 55,104,000 68,573,000 77,115,000 


*Of Northern mills, 13 reported on softwood, 14 on hardwood unfilled orders, 15 mills 


on stocks. The total number of mills (454) 


both softwood and hardwood subtotals. 


includes 13 northern plants that are in 





Western Pine Summary 


PorTLAND, OreE., Jan. 3.—The Western 
Pine Association reports as follows on 
operation of identical Inland Empire and 
California mills during the two weeks ended 
Dec. 27: 


Report of an Average of 90 Mills: 
Dec. 28, 1940 
Production § 100,835,000 
Shipments .... 116,225,000 141,198,000 
Orders received 154,194,000 125,120,000 
Report of 88 Identical Mills: 
Dec. 27, 1941 Dec. 28, 1940 
Unfilled orders 287,432,000 276,796,000 
Gross stocks. .1,192,344,000 1,309,066,000 
Report of SS Identical Mills: 


7-Total for Year to Date 
941 194 


4 ‘ 
Production ....3,790,284,000 3,410,127,000 
Shipments ....4,117,778,000 3,746,175,000 
CPRCTE. occcecs 4,118,828,000 3,810,219,000 





Southern Pine Statistics 


{Special telegram to American LuMBERMAN] 


New Oreans, La., Jan. 7.—Following 
is a summary of reports from southern pine 
mills for two weeks ended Jan. 3: 


Average weekly number of mills, 108; 
‘ Units*, 89 
Two-Weeks 
Three-year average production* 54,823,000 


AMotwal PreoGuction .....cccceses 44,701,000 
SRR eer 47,885,000 
CPGOTE PHCCIVOR .o.ccccscccsvees 51,397,000 


Number of mills, 104; Unitst, 90 
On Jan. 3, 1942 
Gp i eer 110,846,000 
Unsold stocks .............2..+.224,985,000 
Nov. 1, 1937, to cret. 26, 1940. 
+Unit is 299,000 feet of ‘3-year average” 
production. 





Stock Millwork Data 


The volume of stock sash, doors and 
frames produced during November declined 
19 percent from the October level, accord- 
ing to the National Door Manufacturers’ 
Association, Chicago. The November out- 
put also was smaller by 13 percent than 
that of the same month of 1940, the asso- 
ciation reported, 


NOVEMBER SALES OF INDE- 
PENDENT RETAIL DEALERS 


WasurinctTon, D. C., Jan. 5.—Following 
is a compilation of percentage changes in 
November, 1941, dollar sales of independent 
retail lumber and building materials dealers, 
from November of 1940, and from October 
of 1941, covering 32 states and 5 principal 
cities, these data having been prepared by 
the Bureau of the Census: 

Percent Change 


Nov. Oct. 

1940 1941 

No. of to to 
States by firms Nov. Nov. 
Regions Rptng. 1941 1941 
| | ne 1,244 +15 —19 

New England 89 +13 —17 
ere i +25 —16 
Vt. and N. BH... 11 +16 —17 
Massachusetts.. 42 +20 —17 
Rhode Island... 11 — —13 
Connecticut 19 +8 —18 

Mid. Atlantic. 8&6 +24 —22 
Pennsylvania .. 86 +24 —22 

East No. Cent. 292 +13 —20 
a 61 +28 —22 
POGIGRA. 266i 101 +14 —19 
PIMMOIS 204.85. 83 +2 —16 
Wisconsin ..... 28 +14 —12 

West No. Cent. 143 +10 —23 
ae 28 +4 —27 
Mmiresourt ...... 42 +17 —19 
Nebraska ..... 35 +8 —17 
SMHS 2... 38 +12 —23 

So. Atlantic... 48 —4 —17 
So. Carolina.... 15 +23 —25 
Georgia ....... 16 +13 —11 
a sf —18 —16 

East So. Cent. 13 +66 5 
Alabama ...... 13 +66 —d 

West So. Cent. 153 +14 —9 
Arkansas ..... 8 +28 —1l11 
Oklahoma ; 25 +51 —1 
So 120 +8 —10 

Mountain .... 153 +6 —19 
Montana ...... 16 +1 —19 
WU aie 6s css 15 +10 —20 
Wyoming ..... 15 +7 —19 
Cotorado ...... 47 +10 —17 
New Mexico... 15 +14 —18 
Pig) oo 14 —12 —21 
INE foie ane: 6,u0' ws 25 +18 —18 

POCING .6..% 267 +23 —19 
Washington 53 +31 —16 
CPOMOM. 66 55.5<% 27 +12 —20 
California ..... 187 +22 —20 

Principal Cities 
Chicago, Ill.... § +5 —1l11 
Los Angeles, 

2 11 +51 4 
St. Louis, Mo... 14 +22 —19 
San Francisco, 

OO ee 14 +24 —16 
Seattle, Wash.. 21 +49 —l4 
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Modern Storage Shed for Finished Lumber 


at the Booth-Kelly Mills 


LOoTH 
“KELLY 
Certified Lumber 


An ever-growing number of careful lum- 
ber buyers are showing a marked prefer- 
ence for Booth-Kelly Certified Douglas 
Fir. The reasons why are plenty and 
good. This all-purpose structural stock 
is 100% dependable, ideally meeting to- 
day’s demand for super-quality in build- 
ing. Tough, strong, sturdy, it is cut from 
old-growth timber, is scientifically sea- 
soned and painstakingly manufactured in 
mills modernly equipped. The Booth- 
Kelly name on the lumber is a pledge of 
quality in the wood and in the manu- 
facture. 


DOUGLAS 
FIko 





Dimension Casing Ceiling 
Drop Siding Finish Stepping 
Mouldings Flooring Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


BoothiAttell 







“LUMBER C 


TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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GENERAL MANAGER 
AND ASSISTANT 


Wanted by large Canadian Operations 


New modern saw mill, dry kilns and plan- 
ing mill recently completed. Capacity 
50,000,000 feet Spruce and Jack Pine an- 
nually, with twenty year cut ahead. 


Large production of pulp wood and ties. 
Have fleet of boats and excellent rail 
transportation. 


Give full details of experience and quali- 
fications in first letter. 


GREAT LAKES SALES COMPANY 
Waupaca, Wisconsin 


COLONIAL CEDAR COMPANY 


2501 Northlake Ave., Seattle, Wash. 


on SHAKES 


CEDAR 


“Totem,’’ Hand-Split -- ‘‘Fitite,”” Processed 














C. V. CLARKE 


TIMBER ESTIMATES 


Long experience plus modern methods 


605 First Federal Savings & Loan Bldg. 
P. 0. Box 1385 Jackson, Mississippi 








FRED C. KNAPP, Portland, Or. 


BUYS AND SELLS 


WESTERN TIMBER LANDS 














LEMIEUX BROS., INC. 


FORESTERS -- TIMBER ESTIMATORS 
APPRAISERS -- CIVIL ENGINEERS 
410-11 Maritime Bidg. NEW ORLEANS, LA. 














Loadings of Revenue Freight 


The car service division of the Associa- 
tion of American Railroads reports that 
revenue freight for the two weeks ended 
Dec. 27 totaled 1,405,223 cars, showing a 
decrease of 235,377 cars below the number 
for the two weeks ended Dec. 13. Forest 
products loadings of 69,622 cars show a 
decrease of 13,760 cars below the number 
for the two weeks ended Dec. 13. 





May Build Refrigerators 
With Wood 


Burrato, N. Y., Jan. 5—Heinz & Mun- 
schauer, Buffalo, for many years manufac- 
turers of refrigerators, are experimenting 
with wood to replace steel. Secretary R. H. 
Guyton said: “These would be enameled on 
the outside and probably lined with porcelain- 
on-steel. Our production of steel electric re- 
frigerators is about 20 to 25 percent of nor- 
mal, and nobody can guess how long we can 
continue, even at this rate.” 


American fiumbherman 
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EASTERN TRADE NEWS 


[F. J. Caulkins | 


Boston, Mass., Jan. 5—New England’s 
coastline has been turned into an armed 
camp and “Business as Usual” at the lum- 
ber offices is taboo, for all lumber units are 
being keyed to the war program, by carrying 
production and distribution of lumber re- 
quirements to the limit of capacity. Lack of 
ship space has shifted the burden of trans- 
portation from water to rail, and one au- 
thority places the volume of lumber that 
will be moved intercoastal through 1942 at 
5 percent of normal. Construction dropped 
sharply when priority rules slowed delivery 
of building materials in November and De- 
cember. In the sections removed from De- 
fense areas, new home construction in the 
cost brackets above $6,000 is at a standstill. 
Current expansion of the war program is 
bringing new emergency demands for hous- 
ing for thousands of additional workers. 
The regional Defense housing co-ordinator 
for the eastern seaboard has stated that 
there could be no Federal aid to building 
in areas where there are no Defense in- 
dustries. “If the OPM is correct in its 
estimates of available materials, there will 
be no private residential building of any 
kind,” said this official, Rapid expansion 
of the war program for more housing for 
the workers, more camps and flying fields, is 
placing a heavy tax upon lumber produc- 
tion, until all the sawmills from which this 
market has information are literally swamped 
with schedules that must take priority over 
civilian requirements. Available for this 
emergency is 500,000,000 to 600,000,000 feet 
of New England “hurricane” pine, to which 
may be added very scant inventories at 
civilian mills on both sides of the Canadian 
border, and the 100,000,000 feet of British 
Columbia fir, owned by the British war 
office and destined for overseas as soon as 
ships can be made available, may be diverted 
to American needs. This lumber was railed 
across country and is stored at New York, 
New London and Boston. If ship space 
cannot be made available, and England 
can meet her requirements by imports of 
Russian spruce from her ally, it is conceiv- 
able that England should release this lumber 
for use in the war program in either the 
United States or Canada, or both. Inability 
to allocate ship space for this service during 
the past year, which is only accentuated 
today, may reasonably be expected to en- 
courage diversion of this supply of fir to use 
on this side of the Atlantic. Many distribu- 
tors here feel that this stock will not be 
moved overseas. 


WEST COAST WOODS—The market for 
No. 1 common fir dimension and for Nos. 2 
and 3 fir and/or hemlock boards is defi- 
nitely anchored at ceiling mill prices plus 
delivery charges, and there is nothing in 
current information from the manufac- 
turers to encourage a hope either for price 
concessions or for a normal flow of lumber 
to civilian consignees in the early months 
of 1942. Only one intercoastal boat with 
lumber arrived at Boston docks in De- 
cember, to drop 814,000 feet and to bring 
the total for the year to 58,656,804 feet, 
which compares with the average of the 
previous ten years of 103,833,813 feet. The 
Calmar line was able to send 8 boats here 
in 1941 to land 36,515,385 feet, an average 
of 4,564,423 feet per boat, leaving but 
22,141,419 feet for all other boats. These 
figures are set down here to emphasize 





the point that this market has shifted al- 
most entirely from water to rail deliveries. 
In the new war effort since Pearl Harbor, 
the mills are literally swamped with war 
orders backed by priorities, to seriously 
embarrass deliveries of civilian supplies. 
Local spot stocks at the docks are neg- 
ligible. Low grade lots are hard to move, 
but average lots are uniformly held at 
mill ceilings plus charges. For rail de- 
liveries at New England points prices 
have moved up to $50@52. There have 
been sales of fir and/or hemlock No. 2, 
1x10-inch dry boards at $46, and of 3’s at 
$38.50@39, with green lots at $37@37.50. 


EASTERN SPRUCE—Crews in the 
woods, cutting and yarding logs for the 
early spring drives to the mills are very 
short of experienced woodsmen, as they 
have flocked to the Army or Navy or to 
war jobs. Operators are now out to get 
every available log. Order files at the 
mills have increased steadily since early 
December to absorb production of the next 
eight to twelve weeks. One leading ship- 
per north of the Border advised its Bos- 
ton connection that an order for three 
ears of small dimension—easy sizes—could 
not be loaded short of three months, as 
all output for that period was covered by 
orders mostly to go to essential war 
projects. At this holiday and inventory 
season the retail yards, following custom, 
have not been inclined to increase their 
commitments for winter and early spring 
deliveries, but in the present emergency 
mill representatives here distributing 
product from both sides of the Border, 
urge prompt ordering if reasonably prompt 
deliveries are required, insisting that 
available supplies through the Spring 
months will be far below normal order 
volume. Prices at the Provincial mills 
for delivery at New England points range 
from $1@2 above the Canadian ceilings, 
plus delivery charges. On this side of 
the Border all active mills are heavily 
oversold with delivered prices for the 
smaller dimension sizes very firm at 


$42@44, and the 2x10- and 12-inch at 
$50@54. Dry boards are scarce and firm 


in price at $42@43 for 1x4- and 5-inch, 
and up to $45@51 for the 10- and 22-inch. 
An occasional random cargo is offered to 
the shore yards north of the Vineyard at 
$41@44. Small Provincial schooners for 
this voyage are very scarce at $6@6.50. 


LATH AND SHINGLES—Production of 
1%-inch spruce lath is far below normal, 
so much so that few shippers will accept 
full car orders. The price range has 
moved up to $5.50@5.75. Eastern white 
cedar shingles are equally scarce, particu- 
larly in the two top grades. Extras are 
uniformly held at $4.50 per square deliv- 
ered at Boston rate points, with the clears 
firm at $4@4.10; 2nd clears at $3.30@3.40, 
and clear walls at $2.90@3.10. The West 
Coast red cedars are again selling freely 
as offered, with all grades heavily over- 
sold at Washington mills. The 18-inch 
Perfections, delivered at New England 
points have advanced to $5.70@5.80 per 
square, and the 16-inch 5X No. 1 to 
$5.13@5.20; No. 2, $4.35@4.41; No. 3, $3.46@ 
3.51. We hear of no British Columbia ship- 
per that is seeking orders at current ad- 
vanced prices, even though the new quota 
for Canadian shipments over the border 
applies from Jan. 1. 


EASTERN HARDWOODS—Most pro- 
ducers and distributors are sharply over- 
sold, output of the larger mills going 
direct to the woodworkers and furniture 
plants to fill season contracts. Few open 
market sales come to the surface. Sales 
of thick maple to the wood heel shops are 
limited, as the buyers carried over an 
adequate supply from last season’s pur- 
chasers. The new season started off with 
a rush, indicating an active market for 
thick maple as the season progresses. Mill 
offerings are light with most sales of 
2-inch common and better green plank 
being made within the range of. $80@85, 
delivered. 


PINE BOXBOARDS—Demand is active; 
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and prices for most items are very firm 


and tending upward. Most operators have 
listed advances on rough Nos. 3 and 4 
common, and a new and higher price list 
is in the making by Eastern Pine Sales 
Corp. to apply upon its hurricane pine 
now in pile at Government mill sites. 
Sales of inch round edge box are rapidly 
exhausing the supply now in pile, with 
most lots going at a range of $13@14, 
though an extra desirable lot moves up 
to $16 and occasionally to $17, f.o.b. mill 


_ Buffalo, N. Y. 


The lumber trade has been rather quiet, 
but it is easier to sell stock than to ob- 
tain it. The mills have heavy Government 
orders, with a prospect of still more, and 
many of them are out of the market. 
Where ceilings have been fixed on prices, 
as in fir and southern pine, no concessions 
are being made from these. It seems likely 
that for some time lumber of most kinds 
will be difficult to obtain promptly. 

HARDWOODS—Demand has been some- 
what curtailed as most industrial consum- 
ers have been taking their inventories. 
Many such concerns are likely to be in 
the market in the near future. Prices 
have been ruling strong, with some woods 
quite hard to pit 

WESTERN PINE 
stock to offer. er pine is neta st An 
hard to obtain, and some mills report that 
they are out of the market. Ponderosa and 
sugar pines are selling at firm prices where 
any stocks are to be found. Retail demand 
has been slower, owing to the arrival of 
sharp winter weather. 

NORTHERN PINE supplies are not up 
to normal for this time of year, and log- 
ging is likely to be curtailed by a short- 
age of labor. Prices of various grades 
are firm, with commons showing much 
strength. Retailers are not inclined to 
place many orders, as severe weather has 
slowed construction. 
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Baltimore, Md. 


NORTH CAROLINA PINE—Business in 
shortleaf is getting back into its stride 
again, indications being that the needs of 
buyers will continue at high level. Box 
makers especially may be expected to re- 
guire enormous quantities. 

LONGLEAF PINE—There is every indi- 
cation that the Government will need 
huge quantities of Georgia pine, supply of 
which is limited. 

CYPRESS—The market has shown grati- 
fying steadiness, with prices moving mod- 
erately upward. Stocks are large enough 
to care for needs, but are readily dis- 
posed of. 

WEST COAST WOODS—Price ceiling im- 
posed in December caused only a tem- 
porary setback to demand. Shippers are 
more and more dependent upon the rail- 
roads. The price trend in most western 
species is definitely upward. 

HARDWOODS — There was a normal 
year-end slowing of demand and mills are 
getting some chance to catch up on order 
files. Exporters have been invited to bid 
on many thousands of feet, of oak espe- 
cially. Many shippers are not eager to 
take on commitments since offered prices 
are low and good qualities are specified, 
while they would be required to advance 
considerable sums of money for various 
charges, and assume shipping risks. 








To Buy 130 Million Feet 


BaALtrmore, Mp., Jan. 5.—Bids to furnish 
about 130 million feet of lumber, mostly 
North Carolina pine, for construction work 
at Camp Blackburn, near Richmond, Va., 
and at a camp in Delaware, are to be opened 
next Wednesday in the John Marshall Ho- 
tel, in Richmond. 
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Logwood Cargo Comes in 
Under Sails 


PHILADELPHIA, Pa., Jan. 5.—The first 
sailing vessel to reach here in many a year 
was the four-masted schooner Anna R. 
Heidritter, 694 tons. A symbol of the ro- 
mantic past of seafaring, the graceful craft— 
entirely navigated by sail—brought a cargo 
of logwood from Kingston, Jamaica. The 
vessel was built at Bath, Me., in 1902. 





Hurricane" Pine Sales Taken 
Over by New Englanders 


Boston, Mass., Jan. 5.—An announcement 
has been made by Eastern Pine Sales Corp. 
that Harry Joseph, of Chicago, original 
promotor of the movement to market 425,- 
000,000 feet of pine lumber salvaged by the 
Government from the forests of New Eng- 
land following the hurricane of September, 
1938, has withdrawn entirely from financial 
and executive interests in the corporation, 
which have been transferred to a new group 
composed exclusively of well-known New 
England lumbermen. Officials at the office 
of the sales company advise that the con- 
tract with the Government to assemble and 
market this huge stock of pine will be con- 
tinued in force, and will be subject to price 
revision every quarter to keep the price in 
line with the. prevailing market level. 
Officers and directors will be chosen at a 
stockholders meeting to be held soon. 








Pine and Hardwoods 


CHICAGO REPRESENTATIVES: 
JOHN H. SHOOK LUMBER COMPANY, 
110 N. Franklin St., Chicago, IL 
Retail and Industrial Sales 


A. E. BOATRIGHT LUMBER COMPANY, 
111 W. Washington St., Chicago, Il. 
Railroad and Car Material 











“Sudden Service” 


Angelina's customers become Angelina's friends. 
lumber's quality and they like our kind of service. Careful handling 
ef your orders is a fixed rule at Angelina mills. We supply Short 
Leaf Pine, Oak, Gum, Ash, Cypress, Gum Veneer, Dimension, Finish, 
Casing, Base, Mouldings, Oak and Maple Flooring, Oak and Gum 
Trim, Lath, Woven Wire Picket Fence. 
"Phone, write, wire. 


Dealers find it PAYS to handle the 


ANGELINA Line 


They like this 


Straight and Mixed Cars. 


ANGELINA COUNTY LUMBER COMPANY, Keltys, Texas 


KURTH LUMBER MFG CQO., Clarksville, Texas 
TROUT CREEK LUMBER CO., Kirbyvill 
TEXAS OAK FLOORING CO., Dallas, Texas 


e, Texas 


ANGELINA HARDWOOD CO., 
Sales Office, Lufkin, Texas. 
Mills at Ewing, Tex. and Ferriday, La. 

















PACIFIC 
MUTUAL 
OOOR CO. 


WAREHOUSES 









PAMUD: 


NATIONAL DISTRIBUTION 


HOME OFFICE: TACOMA, WASHINGTON 
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FAST, COURTEOUS SERVICE 


BY TRUCK AND TRAIN 


STRAIGHT OR MIXED CARLOAD SHIPMENTS 


PAMUDO PLYWOOD ...DOORS 


FRAMES, MOULDINGS 


SASH & GLASS ...WALLBOARD 


Los ANGELES, Calif. 
ST. PAUL, Minn. 
KANSAS CITY, Kan, 


CHICAGO, Il. 
BALTIMORE, Md. 
NEWARK, N. J. 
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San Francisco 


COASTWISE MOVEMENT — The Pacific 
Lumber Carriers Association reports the 
movement of 65,842,800 feet of lumber dur- 
ing November, 1941, compared with 83,046,- 
500 feet in October. Due to strike condi- 
tions in November, 1940, comparison is not 
possible with that month. The November, 
1941, distribution was as follows: 


Feet 
Be POOREIO® 4.6% i vesevtwe 11,572,400 
a ) . 351,000 
ee ee 287,000 
tn eI ca: a rel cane Si er ca 49,135,300 
ee ae 4,497,100 
TE ii evinces 0 eh ain a aiepat al eee 65,842,800 


The November, 1941, movement to Los An- 
geles was down 19,296,100 feet from Octo- 
ber; that to San Francisco was up 2,828,- 
100 feet; and to San Diego, down 830,900 
feet. 

LUMBER RECEIPTS—Lumber receipts 
from interior points at San Francisco dur- 
ing December, 1941, totaled 8,820,000 feet, 
compared with 10,070,000 feet in Novem- 
ber, and 15,840,000 feet in December, 1940. 


CONFERENCE RATES—tThe Interstate 
Commerce Commission recently approved 
application of Pacific Lumber Carriers As- 
sociation for an increase in the lumber 
rate of 50 cents per 1,000 feet. The in- 
crease has been in effect since June, while 
under investigation by the ICC due to pro- 
test by OPA and the West Coast Lumber- 
men’s Association. The rate from North- 
west ports to San Francisco is $7.50, and 
to Los Angeles, $8. The ICC also granted 
authority to the PLCA to impose Jan. 2 
a surcharge on coastwise lumber rates to 
offset out-of-pocket costs incurred from 
fluctuating hull war risk insurance 
The surcharge was established 
sliding scale extending from a low 
of one-half per cent to as high as two per- 
cent, or 57 cents to $1.83. 








charges. 
on a 


Tacoma, Wash. 


WEST COAST WOODS Virtually all 
mills in this area are operating at capac- 
ity; holiday shutdowns were brief. Plants 
working on Government orders, particu- 
larly those destined for the Hawaiian 
Islands and the Panama Canal Zone, are 
bending every effort to expedite them. Be- 
cause of the war situation, water move- 
ment of cargo, even in the coastal trade, 





is at a complete standstill. All logging 
eamps also shortened their holiday shut- 
downs. 


Seattle, Wash. 


WEST COAST WOODS — Freezing 
weather, which has persisted since Christ- 
mas, has curtailed produetion, particularly 


by truck loggers and by shingle mills. 
Immense Government contracts are now 


materializing. 


RAIL—But for Government 
mills would lack orders, as ordinary de- 
mand is sluggish. On Wednesday, Dec. 30, 
6,000,000 feet of green lumber was bought 
at auction in Seattle, mostly destined for 
Hawaii. On Jan. 7th the Government will 
buy 140,000,000 feet at the Washington 
Athletic Club. On the same day, 150,000,- 
000 feet will be bought at Richmond, Va., 
and the same amount in New Orleans. 
Prices remain at ceilings. Mill stocks are 
badly broken. A fair amount of orders 
from line yards has represented the prin- 
cipal demand from the trade. 


INTERCOASTAL — Only a very small 
amount of space is available, and loading 


buying, the 


time is uncertain because of ship move- 
ment restrictions. Quick delivery is de- 
manded, with Government orders getting 
preference. Prices are strong. 


CALIFORNIA 
space. A $5 
of the present 
care of wartime additions to costs. Prices 
are strong. 


-There is 
cargo rate 


practically no 
advance on top 


SHINGLES—Advances of 5 to 30 cents 
have taken place in the past fortnight. 
Curtailment of mill production, due to 


$8 rate is proposed to take- 
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Market News from Nai tj 


frozen ponds and log shortages and heavy 
line-yard buying, combined to push prices 
up, though domestic buying on the whole 
is slow. Ordinary holiday closures were ex- 
tended because of the weather. Practically 
all grades are oversold, particularly 16-inch 
shingles. Predictions of $4 XXXXX_ shin- 
gles by the first of the year were realized. 
No. 1’s bring $3.90@4; No. 2’s, $3.10@3.15, 
and No. 3’s remain at $2.25. No. 1 perfec- 
tions sell for $4.35; No. 2’s, $3.35, and No. 
3’s, $2.30. No. 1 Royals are 5 cents higher 
$5.30@5.35; No. 2’s advanced from $3.30 
to $3.50@3.60. and No. 3's remained at 
$2.30. 
EXPORT 











Except for some inquiry from 
South Africa for Canadian lumber, there 
are no developments favorable to trade. 
The only movement is to South Africa, 
South America and Honolulu. 


LOGS—Prices are firm and 
There is no surplus of logs. In some lo- 
calities, particularly in the interior, cedar 
logs are hard to get. Cedar siding mills 
are declared to be using some _ shingle 
logs in order to keep going. 


Portland, Ore. 


WEST COAST WOODS—Bookings were 
smaller over the year-end, but were above 
normal for the period. 


INTERCOASTAL AND 


unchanged. 





RAIL — Demand 


from these markets continues active and 
centers more on heavier construction 
items, although line-yard business has 


been better since Pearl Harbor. The trade 
now looks for an active first quarter. War 
hazards must be considered in all proposed 
water business. 
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CALIFORNIA—The market is more ac- 
tive than it was expected to be. Rail mills 
are still shipping in volume. 

LOCAL—tThere continues a fair amount 
of building in this immediate area, espe- 
cially in the suburbs. There has been a 


very active demand for 3-ply black-out 
panels. 
LOGS—Log inventory remains low. 





tather general snows have slowed up log- 
ging and hauling appreciably. Log prices 
are reported strong. 


J e J 

Minneapolis, Minn. 
NORTHERN PINE —The usual holiday 
slump in demand was not as marked as 
usual. Some items are in short supply 
now, but manufacturers believe they have 
enough to meet needs of regular custom- 
ers. A number of mills are running at 
capacity and more will start production 
early in spring. Prices are firm at levels 
established weeks ago. 

NORTHERN WHITE CEDAR—Fairly 
heavy snow has speeded up production 
considerably, though it is not believed it 
will be sufficient to meet spring demand. 
Labor’s insistence on exceptionally high 
wages is a stumbling block to getting out 
posts and poles. There is no buying at 
present, chiefly because there is no mate- 
rial on the market. Some orders are being 
placed for future delivery but manufac- 
turers are slow to take orders before they 
ascertain the volume of the winter’s pro- 
duction. When the new material reaches 
the market, prices are certain to be strong. 


MILLWORK 
for the most 


Sash and door factories, 
part, are filling only a few 








Fifth Generation Active in 


Plant manager Falconer Jones of the 
American Manufacturing Concern, Falconer, 
N. Y., is the fifth generation of the Fal- 
coner family to be associated with the com- 
pany. It was established in 1807 by Edward 
Work as a sawmill and purchased by Rob- 
ert Falconer in 1836. It manufactures rul- 
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Wood Novelty Company 


ers, yardsticks, wooden toys and _ novelty 
furniture. 

The firm has recently converted one of 
its dry kilns to the Moore automatically con- 
trolled “cross-circulation” system, and has 
placed an order for similar equipment to 
convert another of its kilns to this system. 





Recently converted kiln of the American Manufacturing Concern 
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orders, and those calling for speedy de- 
livery. Prices are steady at levels estab- 
lished some time ago but increases are in 
prospect all along the line, though manu- 
facturers just now are inclined to await 
Government orders relative to ceilings. 


Cincinnati, Ohio 


SOUTHERN PINE—Prices are firm at 
recent advances of around a dollar on 
boards and dimension. No. 2 8- to 10-inch 
Georgia boards have gone up a dollar; 12- 
inch boards are up $1.50 to $2, being very 
searece. In other southern districts, ad- 
vances of a dollar has been general. It 
is expected that all pine will soon reach 
ceiling and stay there for some time, espe- 
cially since the Government is in the mar- 
get for several hundred million feet. 

HARDWOODS There has been some 
falling off in business in the last two 
weeks, due largely to the holidays and 
usual inventories. Inquiry has been fair, 
however. It is noted that fully fifty per- 
cent of all stock available is being ab- 
sorbed by the Government. Dry stocks 
continue hard to find. Some scarce items 
have advanced strongly. Buyers are not 
quibbling about mark-ups of $5 to $10 on 
what they urgently need. The list as a 
whole is irregular but firm. 





Birmingham, Ala. 


SOUTHERN PINE — Considerable 
strength is shown even in lower grades. 
Retailers bought heavily for stocking dur- 
ing the past 30 days, in fear that the Gov- 
ernment would all but corner the supply 
later on. B&better flooring, ceiling and 
siding are exceedingly scarce, and prices 
are right at “ceiling.” Lower grades at 
present $1 to $2 under their “ceiling,” are 
strengthening toward that level. The gen- 
eral freight rate increase is expected to 
be reflected in firmer lumber prices. 


Kansas City, Mo. 


SOUTHWESTERN MARKET—At the 
start of the new year, volume of orders 
was on a par with that of a year ago, 
which was the best January in years. The 
Government entered the market on a big 
scale. Nearly 200 million feet will be 
sold through bids in this district next 
week for three camps. Mills reported 
that new orders received over the year- 
end holiday resulted in building up the 
back order file. Shipments and produc- 
tion were well under sales. Weather con- 
ditions were bad, and many mills, no- 
tably the smaller units, were forced to 
close down. Retailers were buying on a 
wider scale, attempting to build up stocks 
for an anticipated spurt in construction 
during the spring. 

SOUTHERN PINE Mills and distrib- 
utors were virtually swamped with orders 
during the last week of December and 
the first few days of January. The Gov- 
ernment was the chief buyer, but retail- 
ers also made liberal commitments. It 
was difficult to make prompt shipments, 
owing to the logging and milling diffi- 
culties created by cold weather and rains. 
Prices of all lumber were at or near their 
ceiling levels. The only exceptions were 
Nos. 2 and 83 4-inch boards and No. 2, 
2x4-inch dimension. 

WESTERN PINE—A heavy volume of 
new business has been booked. Prices 
continue to hold near their recent levels. 
A large amount of Ponderosa was pur- 
chased by the Government for canton- 
ments, and lumber for shipping cases was 
in demand. 


HARDWOOD—AIl items showed mark- 
ups during the last two weeks. It is hard 
to locate dry stocks, except of No. 1 com- 
mon oak. Promises of ceilings have 
caused furniture manufacturers to bide 
their time in placing orders, but shortages 
of gum and other woods have forced some 
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Lumber Centers 


to order ahead. 

OAK FLOORING—Prices are steady, but 
some items show a little weakness. Pro- 
duction and shipments were in excess of 
sales. 

SHINGLES—Retailers are anxious to ob- 
tain red cedar products, and report that 
shipments have been slow, owing to the 
curtailment of production. Canadian mills 
will be able to ship now on their new 
duty-free quota for the first half of ’42. 





Houston, Tex. 


SOUTHERN PINE remained strong 
through the holidays, with buying unusu- 
ally active. The Government proposes to 
take about 200,000,000 feet at New Orleans 
Jan. 7. All items are moving freely, with 
B&better and “C”’ siding very scarce. Rail- 
roads are buying a great deal of siding 
and decking. Demand for longleaf timbers 
much exceeds the supply. There is a large 
call for shipment to overseas Army and 
Navy posts. Unfavorable weather makes 
logging very difficult, and truck logging 
is likely to be restricted by scarcity of 
tires. Many mills that have heretofore 
sold for truck delivery only are now en- 
deavoring to sell for rail delivery. 


HARDWOODS—Buying has declined be- 
cause of the holidays and _ inventories. 
Stocks are very low; no items are in sur- 
plus and many are very scarce. Prices re- 
main firm. There is no surplus of oak 
flooring, and prices continue strong. 


SHINGLES AND LATH—Shingle prices 
hold recent gains, and indications are that 
there may be further advances, scarcity of 
logs having curtailed output. Lath stocks 
are low, and prices continue firm. 


e° 
Memphis, Tenn. 

SOUTHERN HARDWOODS — While de- 
mand has declined slightly because of 
weather conditions and inventory taking, 
the industry continues producing to build 
up inventories. Thousand of feet is going 
into the manufacture of ammunition boxes, 
tent stakes, boats and cots, and the Gov- 
ernment program for 1942 is expected to 
eall for large quantities. Prices continue 
firm, and many items are up from $1 to $2. 
Particularly is this true of flooring oak. 
Rains and then subfreezing weather 
throughout the producing areas substan- 
tially curtailed logging, but mills have 
adequate stocks of logs. 


OAK FLOORING demand has declined. 
In 1941 the government bought 16 per- 
cent of the oak flooring output for De- 
fense housing. This year it is estimated 
that the Government will take 75 percent 
of it. Flooring manufacturers are paying 
$35, $32 and $22 for flooring oak at Mem- 
phis; $2 per thousand more west of the 
Mississippi River, and $5 more in the 
North Carolina territory. Flooring manu- 
facturers have advanced their prices ac- 


cordingly. 
Norfolk, Va. 


NORTH CAROLINA PINE — There has 
been tremendous activity in the shortleaf 
market, most of the current demand being 
from the Government. A large share of 
the Government purchases has been deliv- 
ered by truck, and sellers fear that ‘tire 
shortage may make for difficulties. As 
retail yards are taking little, movement 
of better grades is light. Sales for war 
purposes are mostly of No. 2, but some 
purchasing agencies tend to take more 
No. 1. Rains and dampness have slowed 
logging, manufacturing and _ seasoning, 
and output does not meet demand. Good 
lumber has been bringing ceiling prices, 
and recently there has been a stiffening in 
air dried roofers and small dressed fram- 
ing. There continues a brisk demand from 
retail yards for air dried B&better boards 
for use as finish in Defense houses, the 
dealers being able to buy this at lower 
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prices than those of kiln dried. Box manu- 
facturers are as busy as they can be with 
the supply of labor available. They can 
still buy below “ceiling.” Dressed and 
resawn stock is in good demand. Timbers 
are in heavy request in this section, but 
can not be produced here, so large quanti- 
ties of Douglas fir are being bought. Air 
dried roe«fers, sheathing ete. are wanted 
faster than the mills can furnish them. 





19 Mills Speed Production 
for DEFENSE 


and for the needs of our 
Retail and Industrial Trade 


PINE and 
HARDWOODS 


For service that satisfies, 
depend on Ferguson. 
Yellow Pine, Southern 
Hardwoods, Cypress, 
West Coast Products, 
Treated Lumber, Hard- 
wood Flooring, Cedar 
Closet Lining, Grain 
Doors, Veneers, Shingles. 


W.T. Ferguson Lumber Co. 
St. Louis, Mo. 










Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling ezport lumber shipments 








Loose Leaf Tally Books 


TALLY SHEETS with 
Waterproof Lines 
Samples and Catalog 
on Request 
Tally Cards Rules 
Crayon Gauges 
Rule Cases Hammer Stamps 
Pickaroons Marking Sticks 
Car Movers Leather Aprons 
Tally Pencils Load Binders 
Books for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO, ILL. 
Car Door Lumber Rollers Sectional Board Rules 














Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bidg., 228 N. La Salle St., Chicago 
A rating guide in the Contracting trade of 
Cook County and Cook County dealers 
Tel. Randolph 4893 Collection and Mechanics Liens 








GILBERT NELSON & CO. 
Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 
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East and west side 
southern pine to the Southern 
in the period of Dec. 24-31, 
the month to date have 


Pine Lumbe 
but where prices 
been inserted and star 
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HIS WEEK’S LUMBER PRICES | 


SOUTHERN PINE 


r Exchange, 
for this period were 
red ¢*}: 





mills have reported the following average f. o. b. mill sales prices on 
New Orleans, La., 


for sales made 
not available, prices for 








West East West East West East West East 
Side Side Side Side Side Side Side Side 
Flooring Standard Ceiling Standard No. 2 Shiplap and No. 2 Dimension 
Lengths Lengths Boards, Std, Leth. 2x4 
1x3 rift— 5g x4—— = eacaone ay 29.74 12 & 14... at -7e 27.31 
B&better.. 68.67 > . 947 Ree «ewes 29.9 SO eee 2.64 29.57 
agence 60.70 nets. SES eats... 37.86 32.21[18 & 20:1: 34.02 34:31 
_ Peeaeies: 42.30 ‘DH LILIIIIE 33560 31c00 22 & 24...°45.00 .... 
1x3 flat Surtaced Finish io. 3S 2x6 
Bey . No. 3 Shipla > 2 9 97 
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B&better.. 53.33 52.62]4, 6, 8.... 80.75 *77.00 a iia - 
C ccceeces 50.46 50.00]5x10 ..... 90.81 *91.00 No. 1 Dimension 2x10 
D sacceves 35.23 35.00]12 ....... 108.16*105.75|2ax4 12 & 14 32.86 30.73 
— iS & 14... S560 94.25016 ........ 34.04 30.34 
End Matched Inch thick— 16 7 SES 3630 +3 18 & 20 37.64 34.63 
Flooring, 2 to S-foot |4 ......... 58.30 58.63]18 & 20... 41.00 40.25)22 & 24 *45.50 43.00 
1x3 rift— Oe 59.31 59.14/22 & 24... 46°25 i Se 
B&better.. 60.00 *59.62]8 .......0.- 62.08 57.7516 6 2x12 
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B&better.. 45.93 45.00 FI ne tg Lengths oD te oy 40:84 (37-85)22 & 24... 44.50 *43.00 
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B&better.. 57.54 oe 77.00 *75.00)19 «------- 36.06 36.15|Shortleaf— 
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ID *98.26 oe oveee (7. . 73.25 + pmnemie® po ag b- 39.81 
Os opis sain GBS ...- 713.48 TFS.BOEIS ...«..... 40.86 $9.75 , 
Drop Siding, Stand- |[1x5&10 ... 76.39 77.20J18 & 20... 51.99 *44.50 _ > Yemen 
_ urd Lengths, 1x6” No. 1 Fencing 22 & 24...%53.47 *50.67 x4 es 23°79" O4 992 
bee ses *47.60 Standard Lengths 2x12 2x6 llI111 22/91 20:00 
' gsviarene ". 44.40 *44.00]1x4 ...... 37.20 *se.cg1rs © 14... 47.06 @0.eenexs ...... 34.50 921.27 
| Re ae 40.40 *40.00]1x6 ...... Sn.00. 936.000... “°°*°°* 47.75 41.1 > x1 awe 28.36 21.75 
; d | ae 48.89 46.00}2x12 ..... 29.18 21.50 
No. 116— No. 2 Fencing ee 57.94 46.00 
B&better.. .... %52.00 Standard Lengths 22 & 24 58.00 sana Car Siding, 13/16” 
* errr + 50.63 “38.38 oe 27.23 26.51 B&btr.&Sel.— 
yee ewan 0.85 40.0011x6 ...... 30.43 28.88 1x4, 8 *48.50 
4 > 26.00 *24.62 . XZ, Swccce eeee 45.0 
N (Rigas weit 1.621 No. 1 Bonrds & Shiplap Plaster Lath bx4, 9...-. -- *60.00 
Assorted patterns Standard Lengths Kiln Dried 1x4, 10 *55.00 sees 
B &better. 51. 67 51.36]}1x8 ....., 38.33 *40.00 3x1”, 4 Se, Gicons coe SEES 
eS oh ce 24 49.001 4x5@10 42.59 No. 1 ° 6.22 *%6.47]1x6, 9..... _ *60.00 
D. '; 40:00 40.00 —e 49:00 No. 2 5.30 oo o§1x6, 18. ts ree 
DOUGLAS FIR Boards and Shiplap 
: 1x6 1x8 1x10 1x12 
Seattle, Wash., Jan. 2.—Current quota- 1 siagiiace. $31.00 $31.00 $29.00 $32.00 
tions f.o.b. mili on Douglas fir items in mixed No. ie Ae og 27.00 26.00 27.00 
ears for rail shipments direct to the trade **% % -:--: 23.00 23.00 21.00 23.00 
appear below: No. 1 Dimension 
Vertical Grain Flooring 12 14 16 18 20 
Bé&btr. » eres - $3 32. 00 ¥3 oe $33 7 $33.00 $33.00 
J es ee $60.00 $55.00 3 i. 2 ere 2.00 00 50 32.50 32.50 
Mat Grain Flooring Mi tore Savas acctees 31,00 +h ‘00 31. ‘00 31.00 31.00 
5 Sere $45.00 $43.00 8 a) 31.50 31.50 32.00 32.00 32.00 
U . akda a are setae aman 50.00 48.00 PGS BEES vac icewes 31.50 31.50 32.00 32.00 32.00 
Drop Siding 
1x6 Pat. No. 106....$50.00 $48.00 $40.00 No. 1 Rough and/or Surfaced Timbers 
1x6 Pat. No. 116.... 50.00 48.00 40.00 4x4 to 4x12-inch planks 20 feet and 
Ceiling ; I i car alas or dose) sgl Gwe l-aae $30.00 
Tere $35.00 e20.00 iI2%32 30 ft. and shorter... ..cccccccces 27.00 
1x4 45.00 43.00 ee ee eer res 29.00 
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OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.o.b. Memphis and Johnso: 
City, Tenn., and Alexandria, La., as points oi 
origin: 


{gx2%e” YBx1Yye” 3x2” 3%x1\%” 
Clr. qtd. wht.....$95.00 $76.00 $74. . $70.0: 
Cir. gtd. red..... 34.00 70.00 70.0 68.06 
Sel. qtd. wht..... 78.00 64.00 57:00 54.01 
Sel. qtd. red..... 78.00 65.00 58.00 55.01 
Clr. pin. wht..... 80.00 66.00 62.00 52.0: 
Clr. pin. red..... 80.00 67.00 61.00 53.00 
Sel. pln. wht..... 76.00 63.00 50.00 49.0! 
Sel. pin. red..... 76.00 64.00 90.00 50.0' 
No. 1 com. wht... 71.00 56.00 48.00 46.0' 
No. 1 com, red... 71.00 56.00 48.00 47.0! 
mee. DB COMBRi ccc ses 53.00 42.00 40.00 34.0( 
1x2” Wx1ly” fex2” 
CH. GAG. Wiheccccascwuwe $80.00 $80.00 nee 
ee: Qe Bei dieee cece 78.00 78.00 a 
Gk. GEM, WEE se occ sc cciees - 70.00 67.00 
OE. GIG. TOE... .ccwciscces 70.00 67.00 ee 
Car. WM, WRC. vais cc cceee 73.00 70.00 $70.0) 
so a a eee ar 72.00 69.09 70.00 
|, Serene 68.00 62.00 65.00 
ee 68.00 63.00 65.00 
IO. TE COM. WHE... oc. cccce 64.00 59.00 58.00 
WO. 1 GOM. TOG... .ccvccic 64.00 59.00 58.0( 
ee er 42.00 37.00 


New York delivered prices may be obtained 
by adding to the following differentials fig- 
ured on Johnson City origin: For }#-inch 
stock, $8; for %-inch, $4; for %- and ;;- 
inch, $4.50. 

Chicago delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Memphis origin: For }- 
inch stock, $6; for %-inch, $3; for %- and 
fs-inch, $3.50. 





WEST COAST LOGS 


Seattle, Wash., Jan. 2.—Average prices of 
logs are as follows: 


Fir No. 1, $30-32; No. 2, $22-24 
17; Peelers, No. 1 $40.41: No. 2, 
Cedar Shingle logs, $21-23; 

$35-38. 
Hemlock: No. 2&3, pulp logs, $15.50; 
ber logs, $18.50-19.50. 


No. 3, $16- 
$3235. 


lumber logs, 


lum- 





RED CEDAR SHINGLES 


Seattle, Wash., Jan. 2.—Average prices on 


red cedar shingles, f.o.b., mills, are: 
Royals: " ree 
OS Ee “Aenea «ste srewe ce aweante veers $5.30-$5.35 
BA MEE Svs esi nien ceteweriawee Sele 3.50- 3.60 
TN ee eG o's bs halal gtaergrahata geese Sea ane 2.30 
Perfections: . 
eT PRINTER. eal a: a gots elute ler. 0a sfaviece Acai eee ronbinreree $4.35 
Bae” GOR. aivc esac uineetese soi ceue eu aes 3.39 
Te ¢ ere ee re ee 2.30 
XXXXX 
ts POR reer ee $3.90-$4.00 
eG ME os. sip craven bo Oates ee eee eeae 3.10- 3.15 
SoS GIS hicks nde cctie ce tencatcerewe owes « 2.29 





WESTERN RED CEDAR 


Jan, 2.—Prices for_ red 
cedar siding in mixed cars, new bundling, 
8 to 18 foot, f.o.b. mills, remain as quoted in 
issue of Aug. 9, 1941. —Kditor. 


Seattle, Wash., 





Following delivered prices based on past sales, were reported to the Western Pine Association by members during the period Dec. 
Both direct and wholesale sales are included and are based on specified items only. 
State of Illinois, outside of the Chicago metropolitan district and the other the State of Pennsylvania. 


27, inclusive. 


Illinois ~ 


WESTERN PINES 





ct 


PONDEROSA PINE 
Selects S2 or 4S— 


1x8 5/4RW 6/4RW 1 
S We «cee eee $84.50 $88.00 $78. 
Ce = 65.13 69.67 bees 66.4 
Shop S28 
No. 1 No. 2 
5/4 “eee eee eweneneeeeee eee “* . 
Commons, 82 or 4S— No. 2 No. 3 
oa 2 ee staee oe wewne $49.23 $44.75 
i a Seah ea rae 90.50 43.80 
No. 4, 4/4 RW RL ee 
LARCH—DOUGLAS FIR 
No. 1 Dimension 
NT EE ar ie'o ans ow i @ rw os are $44.00 


Pennsylvania———, 
x8 5/4RW 6/4RW 
74 $87.25 $86.25 
43 73. oe 

No. 1 No. 2 
$63.00 eves 
No. 2 No. 3 
$50.20 $44.82 
51.75 45.12 
38.27 


22 to 
Two districts are given, one being the 
Quotations follow: 





Illinois Yc Pennsylvania——~ 
IDAHO WHITE PINE 
Selects, S2 or 4S— 1x8 6/4 RW 1x8 a Ned 
aanee ‘2 7 ociene tg ace $68.00 $99. 
ow ae Colo- Ster- Stand- Colo- Ster- Stand- 
nial ling ard nial ling ard 
No.1 0. 2 No. 3 No. 1 No. 2 No. 3 
Commons S2 or 4S— - 
1x 8 L,. ..$59.98 56.05 48.68 $61.55 58.50 $49.65 
1x5 Ri..-959.95 $56.05 Siete 6 58SS «ERIC «| 49.00 
| ey Py 1s 
elects or os 
4/4RW 65/4RW adeanached edncniend 5/4RW 6/4RW 
BEB. Rls... seve Sakae ween $94.50 
Shop S2S— * | No 2 No. 3 No. 1 No. 2 No. 3 
Sh Sale aca vere 5 wane ‘ $63.5 $54.50 nee 
eee $380 auitask eae 
De tekaewes 73.50 59.50 er 








JUN 
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Amemcanfiunberman 


Current Market Review 


The effect of large Government pur- 
clases is shown in softwood mill reports 
oi bookings for the two weeks ended Dec. 
27, for they were 38 percent larger than 
in the corresponding period of last year. 
esides this buying for military construc- 
tion, there is a heavy call from the war 
dustries and the railroads. Retail dis- 
tributors, especially those outside Defense 
areas, have been hesitant because the out- 
look for construction in their areas re- 
niains clouded by priority and financing 
restrictions, increasing costs and labor 
shortages. Announcement that important 
types of farm building would be favored 
as an aid to the Victory food production 
program has evidently opened up new 
prospects for country dealers, and recent 
reports say that line-yards are entering 
the market with both inquiries and for- 
ward orders. With stocks at mills low 
and being further reduced by an excess 
of current shipments over production, in- 
creasing difficulty is being encountered in 
placing business for early shipment, how- 
ever. Many in the industry are beginning 
to feel that war requirements will absorb 
a large part of the 1942 mill output, and 
as a consequence prices that had receded 
to below ceiling level, in nearly all in- 
stances have recovered to that level. The 
practical certainty of an increase in rail 
rates is an additional factor in bringing 
many distributors into the market. Both 
in the South and the Pacific Northwest, 
hard weather has curtailed logging and 
production; the new draft is making in- 
roads on the labor supply ; and some fear 
that restriction on tires will reduce out- 
put of truck loggers and truck deliveries 
from mills. All the movement from the 
Pacific to the Atlantic coast and consid- 
erable of that to California is on the rails, 
and with truck deliveries likely to decline, 
lumber will make further demands on 
them. But an estimate that total loadings 
of all commodities in the first quarter will 
exceed by 8.1 percent those of the corre- 
sponding quarter of last year, presages 
such an increase in the burden on the 
railroads that there will be shipping diff- 
culties. 

Hardwood trade was a little slow in 


js 0 


the two weeks ended Dec. 27, and 8 per- 
cent under the production, which has been 
curtailed by rains. Negotiations with the 
Government over price ceilings continue 
to cause buyers to hesitate about forward 
commitments, but many of those who have 
been encountering difficulty in locating 
dry stocks are inclined to obtain these 
while they can. Mill inventories Dec. 27 
were almost 20 percent below their level 
for the corresponding date of last year. 
Quotations are firm to strong. 

Bureau of Labor Statistics index for 
lumber (1926 = 100) stood at 130.8 for 
week ended Jan. 3, compared with 130.9 
and 128.8 for the two weeks ended Dec. 
27 and Dec. 20. 


SOUTHERN HARDWOODS 


Following are ranges of f.o.b. mill prices 
on rough, air dried southern hardwoods, from 
reperts of sales made during the week ended 


ended Jan. 5: 





75 





Nationally Advertised 
Aromatic Red Cedar 









CLOSET- 
LINING 
LUMBER 


Packaged 
and Sealed 


GUARANTEED 
90% Red Heart or better 








PRODUCT OF 


Geo, C., BROWN & Co, OF N, C, 


GREENSBORO, N. C. 
LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 


STOP GUESS - CUTTING 
AND TRYING! 


Lay out your 








rafters and all 


other carpentry 


Quartered Red Gum Ash 
FAS— No. 3 Com.— 
oe Aw 4 CFE. bone es 22.00 
i; eee 100.00 . 
No. 1 & Sel.— No. 2 ee 
tees 60.00 | 12/4 ..... 34.50 
nes te ae Sap Gum Cottonwood 
a ees seelin” 
O/B eecvce o 
, eege 62.00 5/4 idee 44. 00@ 47. 00 
Plain Sap Gum No. 1 & Sel— 
FAS— ee | rere 38.00 @ 40.00 
J ere 52:00 | eve... 40.25 
ry 1 & Btr.— 90 No. 2 Com 
‘, rere 67. 9 
No. 1 é& Sei— ad “gg 28™ .00@32.00 
eee 42.50 @ 44.00 ie... 43.75 
Ge cecsun 51.00 Pecan ; 
<i 52.50 6/4 — 42.00 
eee 5.0 ypress 
No. 1 & Sel.— FAS— 
eee £2.50 | £72 <0. 75.00 
Plain white Oak AS eee ped 
No. 1 & Sel.— {eae 5.00 
oT, 42.00 | 8/4 -100.00@ 108. 00 
ee 49.00 | Selects— 
RA 6 ever. 52.50 | 4/4 ...... = e100 
Plain Red Oak > See 
FAS— | eee 76.00 
B/E ovcovs 54.00 Shop— 
Bit betes 67.00@75.00 | 474... 33.00 @ 45.00 
at Aa 5/4 ......47.75@51.50 
Pe 1 & Sel.— “+ egede 54.75 @ 71.00 
4/4 ..e00e 38.50 No. 2 Com.— 
3/4 acsietletinn 45.00 “eae 0.00 
Plain Poplar Mixed Hardwoods 
He 1 & Sel.— Dunnage— 
O78 sxcesn ae oo er 9.75 








MAPLE FLOORING 


Northern maple flooring mills report the 
following average prices realized f.o.b. floor- 
= _ basis, during the week ending 
an. 


BEXZY wcccccccvcees $84.74 $80.29 $65.26 





APPALACHIAN HARDWOODS 


Cleveland, Ohio, Jan. 5. 
dried, rough, f.o.b., Cleveland: 





Ash: 4/4 5/4 6/4 
FAS Ss saitauate $100.00 $110.00 $115.00 
Com. & Sel.. 60.00 75.00 80.00 

Plain White Oak: 

Yee 120.00 125.00 130.00 
No. 1 C.&S.. 65.00 75.00 80.00 


Plain Red Oak: 
FAS 


BERLE 95.00 100.00 102.50 

No. 1 C.&S.. 62.50 70.00 75.00 
ifard Maple: 

a ees 115.00 125.00 130.00 

No. 1 C.&S. 80.00 85.00 90.00 
Poplar: 

2. ee 92.00 102.00 102.00 

No. 1 C.&S. 62.00 67.00 67.00 

a eee 72.00 82.00 82.00 

No. 2-A Com. 52.00 59.00 59.00 
Basswood: 

2 Sa 92.00 97.00 99.00 

No. 1 C.&S.. 62.00 67.00 72.00 

No. 2-A Com. 47.00 48.00 48.00 
Birch, Unselected: 

2 ees 125.00 120.00 120.00 

No. 1 C.&S.. 80.00 85.00 90.00 


$1 


Following are current prices on Appalachian hardwoods, air 





8/4 10/4 12/4 -18#/4 
25.00 $145.00 $155.00 $175.00 
85.00 100.00 110.00 130.00 
150.00 160.00 175.00 195.00 
90.00 105.00 115.00 125.00 
120.00 162.50 162.50 187.50 
80.00 100.00 110.00 130.00 
145.00 160.00 175.00 200.00 
100.00 130.00 140.00 155.00 
107.00 147.00 162.00 177.00 
74.50 82.00 97.00 125.00 
92.00] Chestnut 
a: es estnut: 4/4 5/4 6/4 8/4 


No.1 WHND 52.00 60.00 60.00 67.00 
112. rt No. 1 C&Btr. 





82.0 

50.00 Sd. Wmy.. 50.00 57.00 57.00 62.00 
140.00 No. 2 C&sd 

95.00 wy. - 42.00 44.00 44.00 48.00 


work correctly 
and then -- 
Cut To The Line 


$~WOOP LAMOOd AUVNOS TAILS | 








“How to Do It’ is fully described in 


STEEL SQUARE 
POCKET BOOK 


By Dwight L. Stoddard 
Sixth Edition - Revised and Enlarged 


191 Pages 185 Illustrations 
Telling How Showing How 


Flexible Binding Handy Size 
4 by 6 Inches Fits the Pocket 


PRICE $1.00 POSTPAID- | 


AMERICAN LUMBERMAN 
a31 S. DEARBORN STREET., CHICAGO, ILL 
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Factory Employees Donate 
Day's Pay to Buy War-Plane 


Employeés of the Geo. Silberiiagel & Sons 
Co., Wausau, Wis., voted to donate eight 
hours’ work toward the purchase of a war- 
plane. This decision was reached at a meet- 
ing of Local 1594, United Brotherhood of 
Carpenters arid Joiners, held Jan. 2, stated 
Ray Zimick, présidetit of the local. At the 
same tlie the local also voted to buy a $300 
defense borid. 

Acéérding to the plan proposed the work- 
ers will work out their eight hour shifts 
on a Saturday, making two Saturdays that 
the plant will be in operation under the plan. 

E. G. Silbernagel, company manager, 
said .that the men will be paid time and a 
half for the day’s work and that a check for 
approximately $10,000 for the entire two 
day’s labor will be forwarded to the gov- 
ernment. 





Confer on Hardwood Ceiling 


Wasuincion, D. C., Jan. 8—A comimit- 
tee of sotthert) hardwood  tiaiiufacturers 
gathered here today to discuss the proposed 
ceiling or hardwoods with Peter Stone, in 
charge of the lumber section for the Office 
of Price Administration. The committee is 
composed of Lee Robinson, Mobile; L. A. 
Mizener, Chicago, J. B. Edwards, Oakdale, 
La., L. C. Blaydes, Elizabeth City, N. C., 
W. M. Camp, Marion, S. €., H. M. Sea- 
man, Houston, Tex., H. C. Parrish, Nor- 
folk, Va., and E. R. Linn and Calvin Miller, 
of Memphis. 





Hymeneal 


Mr. aiid Mrs. Ralph Lotiis Dickman of 
Tacoma, Wash., have announced the en- 
gagement of their only daughter, Miss 
Phyllis Dickman, to G. H. Powell Hum- 
phrey, son of Mr. and Mrs. William Hum- 
phrey of San Francisco. Mr. Dickman is 
president-manager of the Dickman Lum- 
ber Company of Tacoma. Miss Dickman 
attended the California School of Fine 
Arts in San Francisco and will be gradu- 
ated from Stanford University in June. 
Mr. Humphrey is also a Stanford graduate 
and is now doing post graduate work in 
business administration at that institu- 
tion, 


— 


Polish Refugee Lumbermen 
Buy Two Mills 

VANcovuvek, B. C., Jan. 3—The Pacific 
Pine Co, (Ltd.) has ptirelased for approxi- 
mately $100,000 two sawmills aiid 4 38-acre 
site ii Queensborough (B: C.) district, from 
Peter Bain, well-known Fraser Valley juni- 
berman. The mills, on the north arm of thie 
Fraser River, were formerly opetated by the 
Bain Luthber Mills (Ltd.) arid the largef 
of the two was originally established as 
Galbraith’s (Ltd.), pioneer Royal City firm. 
Daily capacity of the two plants is 100,000 
feet. The larger is to cut fir; the smaller, 
hemlock. Directors are S. Heller in charge 
of sales, his brother P. Heller, technical 
operation, and H. Maier, of logs and other 
supplies. “Our logging operations and mills 
were carfied ort iti Polatid,” said S, Heller, 
“and the finished product exported and sold 
iti England.” The bulk of the product is 
platined for export to United Kingdom and 
United States markets, 





Hardwood Industry Meets 
ICC 

St. Louis, Mo., Jan. 8—Ceécil A: New, 
secretary-manager Southern Hardwodd 
Traffic Association, presented the southern 
hardwood industry’s side of the rail rate 
case before the Interstate Commerce Com- 
mission’s investigators at St. Louis today. 
The roads are seeking a horizontal increase 
of tei peércetit. The association’s attitude 
was that increase iri lumber rates shotild not 
exceed that on other agricultural pitoducts, 
that it should be for the duration of thé 
emergency only, and further that it should 
not discriminate against southern hardwoods 
in favor of lumber from other areas. Mr. 
New was assisted by J. V. Norman, Louis- 
ville, couiisel for the association. 


Carriers Ask Higher Rates 


WASHINGTON, D. C., Jan. 6.—A petition 
for a general 10 percent increase in freight 
rates for railroad, water and motor carriers 
has been placed before the Interstate Com- 
merce Commission. The petition is under 
consideration, and no action has’ been 
taken. 











WPL OE 


This modern exterior of City Lumber Yards, Ltd., Sask 





a i lea ks 


atoon, Saskatchewan, Canada, 


certainly illustrates that in General Manager M. |. Lerman's opinion there is never 

a time but what there is opportunity for the firm that conscientiously works to serve 

the public. Evidencing faith in the future, this organization recently moved into 

these fine quarters where it will continue to render complete service to the 
building trades 
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LEGAL 
0 


CURLEY 


A great many every day legal 
principles should be known by lum- 
bermen, and they may be explained 
without resorting to the jargon of 
the law. This series of articles 
will put in plain language the ac- 
tual decisions of American courts. 
—EDITOR. 








THE DISPUTED SHIPMENT 


“The lumber that you shipped to the Box 
Company four months ago hasn’t been taken 
out 6f Ou# fréight shed yet,” the freight 
agent wrote. 

“Then why didn’t yoii iiotify me before?” 
Curley Beecher demanded. 

"Didn’t have to—it was your duty to 
look aftét Yor own affairs,” the freight 
agent retorted. 

“No. It was your duty to notify me 
promptly if you couldn’t deliver the lum- 
ber.” 

This is a live problem with the averagé 
lumber dealer, and the courts have laid 
down the following rules: 


1. When 4 séller ships goods to a buyer 
and the seller’s address is known, the ger- 
eral rule is that the railway is bound to 
notify. 

“We think the duty of the ¢afrier to 
notify is analogous to the duty arisiig un- 
der the law merchant on the dishonor of 
negotiable paper, and that, therefore, the 
notification should not be deferred beyond 
the day following that on which the goods 
are offered to the purchaser,’ says the Ore- 
gon Supreme Court in a case on the point, 
and there are decisions from Georgia, Illi- 
nois and Washington Courts to the same 
effect, while the courts of New York and 
Tennessee have ruled that the duty of the 
railway to notify depends upon the circum- 
stances of each particular case. 


2. When the seller’s address is unknown, 
then he is not entitled to notice, as his fail- 
ure to receive it is due to his own careless- 
ness in failing to give his address. 

3. When the seller ships to himself, it is 
plain that he is not entitled to notice, as it 
would simply be notifying him of what he 
already knows. 

4. When the seller ships to himself with 
instructions to notify the buyer, and the 
buyer refuses to accept, the Missouri Courts 
have ruled that the railway is not bound to 
notify the seller, while the Kentucky, Min- 
nesota and Oregon Courts have held that 
he is entitled to notice. 

5. When the seller ships to the buyer, 
and railway fails to notify the seller, but 
the buyer notifies him direct that he will 
not accept the goods, the railway is not 
bound to notify, as it would simply be tell- 
ing the seller what he already knows. 
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— 
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Safety Measures Recom- 


mended by "Wood 
Products Safety" 


l‘'rom a recent issue of “Wood Products 
Safety,” issued by National Safety Council 
(Inc.), Chicago, comes the following letter 
to the editor regarding safetv measures: 

“Swinging saws require nose guard, which 
icts as a low bridge and requires operator 
to keep the fingers to either side. 

“Also we found a swinging saw with the 
saw running slowly, due to the exhaust sys- 
tem, when the power was off. A sweeper 
noticed that the button indicated off and while 
‘leaning allowed canvas glove to be caught 
into the teeth of the saw, which stopped, but 
not until a painful laceration developed. 

“T am requiring heavier metal on the bot- 
tom hood of the exhaust system of the planer 
or similar wood machines; when % material, 
a flying knife will stick inside instead of cut- 
ting its way to the outside zone of the room 
creating a hazard. ‘A flying knife cuts 
readily.’ 

“Too many wood machines are using cut- 
ters with open slots, I can’t understand this, 
especially after 20 years of knowledge rela- 
tive to potential hazards or accidents. A 
closed slot is our standard. 

“At our aircraft plant I am experiment- 
ing with two electric flasher signs with 
mottoes changed every other day, favorable 
reaction towards safety being sequence so 


far. ‘If doxbtful check first—be - safe.’ 
‘Make your job safe.’ 
“Many will be used like these.” 
x A. S: 





Nursery to Aid Conservation 
Program 


OLyMPIA, WASH., Jan. 3.—West Coast 
timber conservation measures took another 
long step forward when work kegan re- 
cently on a 40 acre tree nursery adjoining 
the Pacific Highway eight miles north of 
here. The nursery is a cooperative enter- 
prise of the West Coast Lumbermen’s Asso- 
ciation and forest land owners in the Doug- 
las fir region. 

The project is designed to produce at 
least five million trees per year, and already 
contracts for 21,500,000 trees for the first 
five years have been made. J. P. Weyer- 
haeuser, Jr., executive vice president of 
Weyerhaeuser Timber Co., one of the con- 
cerns affiliated in the project, pointed out 
that these initial commitments by private 
forest owners meant that there will be a 
nursery seedling planted for every tree cut 
by the industry. Besides this planting, nat- 
ural seeding results in ten to twenty seed- 
lings taking root for every tree cut. 

“Our company,” said Mr. Weyerhaeuser, 
“governs its logging in such a way as to 
leave enough sources of seed supply to re- 
stock the cutover areas. After logging we 
maintain roads and fire equipment so as to 
insure against fires. If all this has failed 
because fire or other cause has destroyed 
the reproduction after it started and re- 
moved the seed source, we then plant seed- 
lings. Our logging plans in mature stands 
of timber are definitely laid out in parts of 
our operations to last into the year 2000.” 

Industry expenditures on the nursery 
project are expected to reach $200,000. 


American fiumberman 
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OBITUARY RECORD 





PERRY O. ALLEN, 65, managing head 
for many years of the Wyman-Allen Lum- 
ber Co. in the Charlestown district of 
Boston, Mass., died suddenly Jan. 3. 1 
health compelled his withdrawal from 
business in 1932. As a boy he entered 
the wholesale office of Wood-Barker Co. 
Later he joined with the late Frank H. 
Wyman of the same office to form the 
Wyman-Allen Lumber Co. Mr. Allen 
never married. 


JOSEPH F. ANGE, 69, head of Ange 
Builders’ Supply, Ine, Albuquerque, 
N. Mex., died Dec. 18. He had lived in 
Albuquerque for 11 years, having previ- 
ously been in the building and banking 
business at Orlando, Fla. He was an ac- 
tive church member. Five daughters and 
three sons survive. One of the latter, 
Lyman C. Ange, is manager of the Ange 
company. 


WARREN E. BROKAW, 52, superinten- 
dent of the North Western Woodenware 
Co., Tacoma, Wash., was burned to death 
when his home was destroyed by fire on 
New Year’s day. He was the son of 
James W. Brokaw, who established the 
woodenware company. Mr. Brokaw at- 
tended Stanford University and became 
associated with his father’s business 
when the latter retired several years ago. 
Surviving are his father, who now lives 
——— Wash.; two brothers, and a 
sister. 


HOWARD G. CHAPMAN, 54, president 
of the Chapman Lumber Co., Syracuse, 
N. Y., died suddenly of a heart attack 
Jan. 5. He had suffered from a heart ail- 
ment for the past two years but had con- 
tinued active in the 67 year old business 
established by his grandfather. Mr. Chap- 
man was active in the national efforts of 
the industry and was known by lumber- 
men throughout the country. He was a 
director of a local bank and active in the 
chamber of commerce. The widow, two 
sons, a daughter, a grandchild and his 
mother survive. 


CHARLES MARTELL BROOKS, 74, for- 
mer president and treasurer of the Matta- 
tuck Lumber Co., a retail firm at Water- 
bury, Conn., died Dec. 15 after a long ill- 
ness. Impaired health had forced his re- 
tirement from business last Spring. He 
was active in a church and a member of 
a fraternal organization. Survivors in- 
clude the widow, two daughters and two 
granddaughters. 


AARON H. BUCKSTAFF, 78, until 1937 
vice president of the Buckstaff Co., an 
Oshkosh, Wis., woodworking company, 
died at Lincoln, Neb., Dec. 23. He had 
been in poor health for about a year. He 
was the last of five sons of John Buck- 
staff pioneer Oshkosh lumberman. 


EDWARD CHAMBERLIN, operating 
manager of W. R. Chamberlin & Co., lum- 
ber and shipping firm at San Francisco, 
Calif., died recently of a heart attack at 
his home in Oakland, Calif. He is_sur- 
vived by his widow, a brother, W. q 
Chamberlin, president and owner of the 
firm, and his mother. 


WILSON CREECH, 66, lumberman and 
saw mill operator of Partridge, Ky. died 
at his home Dee. 16 following a paralytic 
stroke. The widow and a large family 
survive. 


WILLIAM T. DOHERTY, 55, former 
president of the Atlas Lumber Co., Kansas 
City, Mo., died Dec. 14. Lately he had 
been in the iron and steel wrecking busi- 
ness. The widow survives. 


JOHN FRANKLIN DUNCAN, 67, assist- 
ant superintendent of the Fordyce Lumber 
Co., Fordyce, Ark., died in a Memphis hos- 
pital Dec. 13. Mr. Duncan had been con- 
nected with the Crossett-Watzek-Gates in- 
terests at Crossett and Fordyce, Ark., for 
the past 30 years. He is survived by his 
widow, two sons and two daughters. 


ROBERT ERVIN, SR., vice president of 
the Savannah River Lumber Co., Savannah, 
Ga., was fatally injured in an auto acci- 
dent near Springfield, Ga., Dec. 16. 


ERNEST F. FOSTER, 75, pioneer Michi- 
gan lumberman and president of the 
Catchawana Bay Lumber Co. of Ontario, 
Catchawana Bay, Ont., died Dec. 28 in a 
Lansing, Mich., hospital. In years past 
he operated mills at Alden, Mich., and at 
other locations in the State. Five sons 


survive, one of which, James D., was af- 
— with his father at Catchawana 
ay. 


J. EDWARD GIBSON, 59, president of 
the American Box & Crate Co., Louisville, 
Ky., died Dec. 20 at his home in New 
Albany, Ind. He is survived by his widow. 


H. B. HICKEY; 82, well known timber- 
inan in Mendocino and Humboldt counties, 
Cal., died at his home in Oakland, Cal, 
Dec. 20 of a cerebral hemorrhage. A 
number of years ago he was an owner of. 
the Albion Lumber Co., a manufacturing 
concern, and since it was sold he acted as 
an agent in appraising timber tracts and 
making purchases for other parties. At 
the time of his death he himself had ex- 
tensive timber holdings. He was known 
as an authority on the timber resources 
of the section. The widow and one son 
survive. 


W. A. HINKLE, 69, proprietor of the W. 
A. Hinkle Manufacturing Co., hardwood 
lumber manufacturing and export concern 
at Clarksville, Tex., died Dec. 20. He had 
been confined to his home for several 
months by a heart ailment. He had been 
a resident of Clarksville since 1912, hav- 
ing formerly operated a sawmill business 
at Markle, Ind. The widow survives. 


JACK HOLLOMON, 39, a proprietor of 
Hollomon Brothers, a retail lumber com- 
pany at Alamogordo, N. M., died Dec. 27 
of injuries received in an auto accident on 
Christmas day. Mr. Hollomon had shown 
himself to possess a great deal of business 
ability and had become a leader in south- 
ern New Mexico. The widow, two daugh- 
ters and a son are among the survivors. 


CHARLES I. HOYT, 78, retired saw mill 
operator in southern Indiana, died recently 
at his home at Pekin, Ind., ater a short 
illness. For many years he operated the 
C. I. Hoyt & Co. mill at Pekin, one of the 
largest saw mills in southern Indiana. He 
is survived by the widow and one son. 


JAMES K. MORRIS, 42, lumberman at 
Longview, Tex., died Dec. 20 after an op- 
eration. His widow and his parents sur- 
vive. 


RALPH H. NUTTER, lumber dealer at 
Swampscott, Mass., died at his home there 
Dec. 26. He was a graduate of Massachu- 
setts Institute of Technology. Surviving 
are his widow, a son and two daughters. 


W. O. RIDDICK, 72, founder of the 
Azalea Woodworking Co., Azalea, N. C., 
died Dec. 19 in an Asheville, N. C., hospita 
from injuries received in an auto accident 
six weeks before. Before coming to 
Azalea Mr. Riddick had operated a wood- 
working company in Greensboro, N. C. 
The widow, two daughters and six grand- 
children survive. 


OTTO SCHARMER, 57, president of the 
Elston Mill, Inc., woodwork factory at 
Chicago, Ill., died Dec. 24. His widow and 
three daughters survive. 


VICTOR J. SCHMITT, 78, for 20 years 
head of the former Schmitt Lumber Co., 
Cleveland, Ohio, died suddenly Dec. 27. 
The firm went out of business five years 
ago. Surviving are a son, and two daugh- 
ters. 


JAMES S. SKINNER, 73, retired south- 
ern Mississippi lumberman and_ resident 
of Lucedale, Miss., died Dec. 17._ Mr. Skin- 
ner had in years past operated sawmills 
at Shipman, Little Creek, Hattiesburg and 
Lucedale, Miss. Surviving are the widow, 
six sons and a number of grandchildren. 


HENRY W. TSCHOPP, 55, secretary- 
treasurer of Tschopp, Durch, Camastral 
Co., planing mill and retail lumber firm 
at Chippewa Falls, Wis., died at a_ local 
hospital Dec. 12 following a brief illness. 
He had been prominent in Chippewa Falls 
business circles for many years. 


ALFRED H. WILBUR, 65, general man- 
ager of the Taunton Lumber Co., Brock- 
ton, Mass., met death by drowning in a 
reservoir at Halifax, Mass., Dec. 26. He 
was a well Known and highly respected 
businessmen in his section of the State. 
Mr. Wilbur was a Rotarian, a civic leader 
and promoted local athletics and charities. 
He had suffered from nervous ailments 
that had temporarily forced him to with- 
draw from business activities. The widow, 
one son and five daughters survive. 
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CLASSIFIED 


ADVERTISING 


DEPARTMENT 





How to Figure Costs for Advertising 
In Classified Department 


Se SUE acscdccncesesdanccsunnes 30 cents a line 
Two consecutive issues........... 55 cents a line 
Three consecutive issues......... 75 cents a line 
Four consecutive issues.......... 90 cents a line 
Thirteen consecutive issues.......... $2.70 a line f 


Twenty-six consecutive issues.......$5.40 a line 


Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines. 

No display except 
permitted. 


Heading 


the heading is 


Extra white space figured at line 
rate. 
One inch space advertisement is 


equal to fourteen lines. 


Amenecan fiunberman 





WANTED 














Remittance to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 





Too Late To Classify 





CARPENTERS APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CO., Ine. 
Minneapolis, Minn. 





Employees 


CAPABLE LADY ASSISTANT 


To Dept. Manager in Wholesale Lumber office Chi- 
cago. One familiar with West Coast and Inland 
Empire woods. State age, experience, references, 
salary expected. 
Address “T. 31,” 








eare American Lumberman. 





ASSISTANT MANAGER AND BOOKKEEPER 


In retail lumber yard. 
Address “T, 27,” care American Lumberman. 





WANTED: A COMPETENT BAND SAW FILER 


To handle band saws 10” width. Must understand 
this business thoroughly. 


Address ‘‘S. 97,’ care American Lumberman. 





QUALIFIED PATTERN LUMBER INSPECTOR 
About 45 years old, married, for Northern White 
Pine and Honduras Mahogany pattern lumber. Can- 
not use general lumber inspector. Experience must 


be on pattern lumber. State experience and give 
references. 
Address ‘“‘S. 95," care American Lumberman. 


Employees 


SHOP FOREMAN AND PRODUCTION MAN 


Thoroughly experienced, capable, for millwork 
Plant in large South Florida City. Shop employ- 
ing about 15 men. Must have production at low 
cost. None but thoroughly qualified men need 
apply. Give age, history of experience with refer- 
ences, and salary expected in first letter. 
Address “S. 91,’ care American Lumberman. 





WANTED: HARDWOOD BAND-SAWYER 
New York State, steady employment. State wages 
expected, experience, ete., and when available, 

Address “‘T. 32,’’ care American Lumberman. 





TWO HARDWOOD FLOORING GRADERS 


First-class. When applying give experience and 
reference. 


Address ‘‘T. 34,” care American Lumberman. 





TRAFFIC CLERK 


Wanted by Chicago Wholesale Lumber concern. 
Man capable of reading tariffs, tracing and recon- 
signing cars, ete. State age, experience, salary 
wanted. 
Address ““T. 29,” 


care American Lumberman. 





Salesmen 





TWO YELLOW PINE SALESMEN 


Lively. wide-awake, wanted by established South- 
ern wholesaler, one for Central and Eastern Ken- 


tucky, and one for Eastern Tennessee and North 
Georgia. Please state experience, salary wanted, 
and full information first letter which will be 


treated in strict confidence. 
Address “S. 85,’’ care American Lumberman. 





EXCEPTIONAL OPPORTUNITY 


For experienced lumber salesman acquainted with 
retail yard and industrial trade Eastern Michigan. 
Liberal profit-sharing basis. Write fully stating 
age, experience, references. 

Address “‘T. 30," care American Lumberman. 





COAL AND COKE SALESMEN 


We are shippers of quality anthracite, coke and 
bituminous coal. It is our desire to appoint a man 
somewhat near each of the following locations, to 
sell for us on a commission basis (no drawing ac- 


count), viz., Cobleskill and Catskill, N. Y., Spring- 
field, Mass., Franklin, N. H. Lumber salesmen 
who definitely are not full time employees could 


handle this job along with other selling. Give full 
particulars regarding yourself. 


Address “S. 98,’’ care American Lumberman. 





Employment 


AVAILABLE: SALES MANAGER 


Of proven ability for immediate employment. 
The mill with which he has been connected the 
past decade and a half is cut out. In the fifteen 
vears he has directed the sales of that company, 
he has sold over a billion feet of Yellow Pine, and 
the records show his prices have been in the higher 
bracket. 

He served his apprenticeship as a traveling sales- 
man selling to the retail trade; then handled the 
timber, railroad and industrial sales of one of the 
larger Yellow Pine producers. Has a personal and 
friendly relationship with the more important Rail- 
road and Industrial Purchasing Agents, as well 
as many of the bigger line yard buyers. 

Having spent the larger part of his selling life 
at the mills. he knows the manufacture of lumber, 
and with his knowledge of the markets is able to 
manipulate the manufacture of lumber so as to 
get the better profit. 

A personal interview can be arranged by address- 
ing “S. 100,” care American Lumberman. 








MILL OPERATOR WANTS CONNECTION 
Experienced mill operator wants to run medium 
sized mill for owner on profit sharing basis. 

Address “S. 83,” care American Lumberman. 





EXPERIENCED, CAPABLE SAW FILER 


To file and keep in order 11” by 40’ Band Saws, 
for hardwoods only. Excellent working and living 
conditions. Good salary. Job open at once. Per- 
manent. Give complete details in first letter. 
Address “S. 78,’’ care American Lumberman. 





WANTED: GOOD RELIABLE MANAGERS 


For Iowa yards. Give full particulars first letter 


including Army status. 
Address “S. 87,” 


care American Lumberman. 











RETAIL LUMBER, COAL & MATERIAL MAN 
Desires new connection. Has thorough knowledge 
of buving, selling, estimating, accounting and man- 


agement. 
Address “S. 63,” 


DO YOU WANT EMPLOYEES 
Write an advertisement; sead it to the 
paper that reaches the people. We can 
help you. AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Ill. 


care American Lumberman. 





January 10, 1942 











WANTED | 








Employment 


MANAGER OR SALES MANAGER 


Dependable young lumberman desires permanent 
connection with reliable firm. Address BOX 632, 
Billings, Montana. 


YARD & SHIPPING MANAGER 


Thoroughly know Southern Pine and Hardwoods, 

20 years in inspection yard and road work. Can 

furnish best of reference. Go anywhere. 
Address “S. 93," care American Lumberman. 











MILLWORK OR BLDG. PRODUCTS SALESMAN 


Well educated, 13 yrs. experience. Can sell, esti- 
mate, detail and bill, draw simple plans and 
service complete job. Capable of handling respon- 
sible position. Now employed. Prefer northwest. 
Address “T. 26," care American Lumberman. 


SUPERINTENDENT 


Of special and stock millwork. Qualified to oper- 
ate entire plant. Have a good production record, 





with detailing and billing experience. A-1 refer- 
ences. 
Address “S. 70,’ care American Lumberman. 





PRACTICAL BAND FILER AVAILABLE 


No boozer; out of draft age; work guaranteed. 
LINWOOD L. TAYLOR, 51 Metcalf, New Bern, N. C, 





MILLWORK DETAILER & SUPERINTENDENT 
22 vears planing mill experience. high class detailed 
and stock millwork, good producer. A- 

Address “T. 28,” care American Lumberman. 





| Lumber and Dimension 


LUMBER WANTED 


We would like to make a mill connection for a 
continuous supply of a total of 150,000 feet per 
month of 1%” Yellow Pine and 2” Yellow Pine, 
Random Widths and Lengths, D 4 S. Also inter- 
ested in a source of supply for Yellow Pine and 
Gum Plywood in various thicknesses. 
AMOS D. BRIDGE’S SONS, INC. 
Hazardville, Connecticut. 





—~ 





CLASSIFIED ADS PRODUCE RESULTS 


That’s why people who want something 
or have anything to sell use the clear- 
ing house section. Advertise in the 
CLASSIFIED ADVERTISING Depart- 
ment to get it or sell it. Read the 
Classified advertisements. Advertise 
in a paper that reaches the people 
who would be interested in what you 
want to sell. When you want to sell 
anything used in the lumber world 
and allied industries, advertise in the 
AMERICAN LUMRERMAN, 
431 S. Dearborn St., Chicago, Ill. 





ONE OR TWO CARS 5/8 QTRD. SYCAMORE 


Average No. 1 Com. Quote price delivered Warren, 
Pa. J. P. DODGE, Box 368, Ashtabula, O. 


WE NEED A GOOD MILL ACCOUNT 


That can ship short dimension. We sell on com- 
mission basis only. DILLOW LUMBER SALES 
co., 8 E. Long St., Columbus, O 


Used Machinery 


BOXBOARD MACHINERY WANTED 


We are in the market for nailing machines, open 
and closed back anywhere from two to eighteen 
track. Also interested in Mereen Johnson or Mor- 
Zan Matchers, Edge Trimmers, Squeezers and Band 
Resaws, and any other box equipment used in box 
working factories. 

Address “R,” 88,’ care American Lumberman. 


WANT TO BUY: 275 DRY KILN TRUCKS 
20 to 30 ton Locomotive Crane. 
10 to 20 ton Diesel or Gas Locomotive. 
2—600 or 1—1300 ft. Air Compressors. 
1000 GPM Underwriters Fire Pump. 
Address “S, 44,” care American Lumberman. 


WANTED TO BUY 


Dry-Kiln trucks, any length, and from 50 to 1000. 
Wire quantity, length, cash price. Also want Hogs, 
Nailing Machines, etc. Send list all machines for 
sale. CHAS. N. BRAUN. MACHINERY CO., Fort 
Wayne, Ind. 




















A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 











